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PEORIA LIFE 
INSURANCE COMPANY 


offers to its agents 
& program of constant 
all~year~round service — the 
practical kind of service that 
; makes them successful 
D. H. Jenkins 
whose fine agency grows and prosperous. 


steadily through Peoria 
Life Service. 
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May Is for May 


This entire month is devoted by Peoria Life agents to an unusual cele- 
bration. May is President's Month, and all business written during these 
thirty-one days is dedicated to the honor of Emmet C. May, president of 
the Company. 

In the idea of President's Month, as observed by the Peoria Life Agency 
Force, there is something that moves the heart and touches the sympathies. 
A man could hardly be given a more impressive tribute than to have a mul- 
titude of friends exerting themselves to the utmost, to compliment him in 
such a worthy and useful manner. In his honor, they are placing in force 
hundreds of policies of insurance, each one of which will one day support 
a widow, educate a child, sustain a business enterprise, or provide comfort 
for an old man in his declining years. 

President’s Month is more than the most productive month in the Peoria 
Life calendar. It is more than a well-merited tribute to Mr. May. It is a 
revelation of the uncommonly pleasant relation existing between the execu- 
tives of the Peoria Life and its Agency Force—the spirit that has char- 
acterized this organization as the “Happy Family of Successful Agents.” 
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OQUR NET PREMIUM POLICY GETS RESULTS 


ILLINOIS MANAGERS WANTED 


At Bloomington — _ Freeport — __ La Salle 
Elgin ~- Peoria — Springfield 


Also some fine General Agency openings in 


Eastern IOWA and Eastern MISSOURI 


LIBERAL CONTRACTS—STANDARD and SUB S1ANDARD Risks 
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NEW YORK WILL ERECT 
HOME OFFICE BUILDING 


Great Skyscraper to Replace Fa- 
mous Old Madison Square 
Garden 


LAN MASSIVE STRUCTURE 


Architectural Monument to Cost $15,- 
000,000 Will Be Erected, if Ap- 


Mortality Less From Almost Every Dis- 
ease, Report on United States 
and Canada Shows 
15,000,000 Met 


Phi experience ol the 





opolitan industrial policyholders i 
American and Canadian cities tor the 
fi three months of this year shows a 
d rate otf 9.8 per 1,000 lives. If this 


an indication of the 


the 
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can be taken as 
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al pop two countrics, 14 
proved by City health was better in 1924 than eve 

tore at tl time ot the vea Phere has 

7 wine been provement in almost eve 
NEW YORK, May 21.—Rumors cur- }] Cause ol itl Mortality from diph 
rent for some time that the New York theria and scarlet fever is running lowet 
; than ior several vears, but somewhat 
Life was planning to build a home office | jjoher rates are reported in the cases 


puilding on the site of the Madison 





ot whooping cough and measles, due en 














Square Garden, which it has owned for] Urely_ to deaths ot intanits, Che death 
number of years, have been confirmed | T@te trom influenza has be mR Very low 
: ; seipoe ee this year in comparison with the ep 
by the filing of plans for a 28 story] demic condition early in 19 Phe 
structure with the bureau of buildings | death rate from this cause was 21.2 pe 
in this city. 100,000 among white policyholders and 
On account of certain building re %.L among colored. 
strictions, approval of the city is neces Tuberculosis Deaths Reduced 
sary before it can be stated definitely \n improvement has been mad 
whether the New York Life will go the mortality rate from tuberculosis « 
ahead with its building. The city au- | te respiratory system among whites, al 
thorities have not yet passed on the | though practi ally stationary among col 
plan ored. Other forms of tuberculosis show 
~~ some increase, which 1s attributed to the 
relatively high mortality from these dis 
Replacing the old Madison Square] cases among iniants. The lowest rates 
Garden with the new building will cost | from tuberculosis were those fé lta 
about $15,000,000. The Madison Square | 16.3 per 100,000 and Idaho 17.8 per 100, 
Garden is known the nation over as the | 00g Colorade where the ver es 
center of manv athletic contests and of health conditions preva l shows a ver, 
conventions The Democratic national | high mortalitv ratio from tuberculosis 
convention will be held there next | because of the m: thousat se 
month. It has been leased tor some | flicted who go there every vear in the 
time by Tex Rickard, the boxing pro-| hope of effecting a cure or at least 1 
motor. longing lite In general, however, the 
The New York Life got the property | states and provinces having the most 
number of vears ago on a foreclosure | favorable death rate for all causes cor 
i a mortgage. The proposition had | bined also show relatively low 1 ti 
not been a paying one until Mr. Rickard | from tuberculosis. 
wk the lease. . Geographical Distribution 
Several years ago the New York Lite 
msidered the possibility of erecting Che lowest rate, both for tuberculosis 
huge silk warehouse on the site as it d r all causes among t , strial 
s right in the silk district in New York | population, prevails the western prov 
Citv. For some reason or other this] inces ot Canada Phe west north cet 
lan was abandoned tral states, including Nebraska, Kansas 
Pian Architectural Monument - te har oe ne o est Tec 
4 mcTCc! >is ilt le | ‘ | 
The Madison square A; rae nis located wee ] orta he ‘ S 
two short blocks from the home] central. west s« » ce soutl 
hice ot the Metropolitan Lite and is,] Atlantic states l the east OV ‘ 
course, near the Madison Square of Canada e high general deat! ‘ 
he new building will be in line with high tuberculosis 
New York building regulations in that | Considerable variation was . 
will step back a few feet after going ong the 2,000,000 colored polices ! 
for a number of stories, tapering off | ers of the Metropolitan in regard to the 
ward the top. There will be no tower | tubercuk itions we 
the New York Life building It is] favorable 1 the eas 
derstood that the architect at first ort cel orth ce 
rew up a plan of that nature but it is] regions, bi Atlantic states 
w understood that he is seeking to] the rates mounting 
ike the building an architectural m« | South ( 100,000 
ent, by the creation ot tully han Phe de rt: m diabetes 
l masses and pertect detail W hile | 25 percent n ge whit | cvhold 
e present New York Life building is | 
t as tar downtown as some <¢ the 
life insurance companies it is close | of the big home offices of the | s 
the downtown district The new nce companies as the Equitable Life 
is several miles uptown trom the]|is now constructing a buildin whic 
surance and banking district This} will be ready for occupancy within a 
ill leave the latter section without anv | few months | 


Enormous 


Will Be Forced to Liquidate 


on a Given Date 


METROPOLITAN LIFE FIGURES| PROVIDE ENDOWMENT FORM | 


DEATH RATE RUNS LOW | INTEREST AS TO BONUS | ACTUARIAL SOCIETY IN 


ITS ANNUAL MEETING 


Life 








|Many Valuable Papers Presented 


Insurance Company 


at Convention in New York 
Last Week 
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*, A. Shailer of the Equitable of New | 


Tok who said increased production of 
new business and continual introduction 
of new special benefits, require the actu- 
ary to be constantly on the alert for 
means of expediting the work of valua- 
tion at the end of each year with the 
idea saving both time and expense. 
Such approximate methods are limited 
to cases where the number of policies 
involved is great enough to allow free 
play to the law of averages but where 
the aggregate reserve involved is small 
compared to the total reserve liability. 
He described methods for making ap- 
proximate valuations of disability bene- 
fits, additional accidental death benefits, 
extended term insurance, reduced paidup 
endowment insurance and dividend ad- 
ditions. 

V. Howell, 
Guardian Life, 
sive review of 
substandard applicants, 
the “Rating-up in Age” 
“Special Premium Scale” 
pleaded for tendency to uniformity 
practice in ratings by the different com 
panies inasmuch feeling of confi- 
dence on the part of both agent and ap 
plicant is more likely to result. 

“A New Method of Graduation” was 
the subject of R. Henderson, second 
vice-president and actuary of the Equi- 
table. 


He quoted from his actuarial study on 


of 


assistant actuary of the 
presented a comprehen- 
the methods of treating 
including both 
system and the 
system. 


as a 


vraduation in which he said, “It is the- 
oretically possible to assign a basis for 
the numerical measurement of the irre 
wularity of a series, as well as for its 
departure from the observed iacts, and 
by assigning the proportion in which an 
increase in the one is to be taken as 
counterbalancing a decrease in the other, 
to arrive by a mathematical process at 
the series which best harmonizes the 


two factors.” 
“Recently,” 
the probi 

t problem 


said he in his address, 
thus outlined has been 
taken up by Professor Whittaker in a 
paper published by the University of 
Edinburgh and in his book entitled 
Calculus of Observations’ where he ar- 
rives at an approximate solution of the 
difference equations. Mr. Henderson's 
paper sets forth the results of his own 
analysis of these equations with a view 
to finding an exact and, at the same time, 
practical solution.” 
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NORTHWESTERN NATIONAL LIFE 


TELLS ABOUT ITS NEW OFFICE 








The new home of the Northwestern 
National Life at Oak Grove and West 
15th streets, Minneapolis, is a beautiful 
addition to the group of public buildings 
which is giving definite character to that 
locality. The company has just sent out 
an illustrated brochure telling about the 
new structure. The building is con- 
structed throughout of reinforced con- 
with stone and tile exterior walls. 
The exterior stone is light gray Bedford 
limestone, which has been found to 
beautiful weathered effect 


| when exposed to the smoky atmosphere 


| the 
| partitions can 


He | 


The supreme court of Oklahoma last | 


week affirmed the decision of the lower 
court in the case of Lola Rice, vs. 
Bankers Reserve Life of Omaha, allow- 
ing her to collect upon the policy 
deceased husband, basing its decision 
upon the fact than an uncommunicated 
act of an insurance company, relative to 
forfeiture of policy, shall not effect the 
rights of the beneficiary after the death 
of the insured. The hinged upon 
the forfeiture of policy because of de- 
layed payment of notes, given by the 
insured premiums, and provisions 
contained in the policy to the effect that 
if the notes were not paid at maturity, 
they would operate to lapse the policy 
and reinstatement could only be made 
through payment of notes and interest, 


Case 


as 


ind by furnishing a certificate of good 
health 

Evidence showed that the notes were 
not paid when due, but after the sudden 


death of the insured, it was found that 
he had written a letter to the company, 
enclosing certified checks covering in 
full, the amount due the company, in- 
cluding accrued interest. The company 
accepted the certified checks, converted 
them into cash and, not having been 
notified of his death, wrote a letter to 
the insured requesting the: certificate of 
good health provided in the policy. The 
company claimed that because of failure 
to provide satisfactory health certificate 
as required by the policy, the policy was 
forfeited. 


Hodge Named Assistant Treasurer 
Sewell W. 
ant 
! Life 


Hodge has been appointed 
treasurer of the Provident Mu- 


sat 
iSSiSt 


tua 


| side of 


. | loggia recall the fact that this building 
of her | 


of a city. 

At present the third and fourth floors 
are subdivided for rental as offices, but 
floors are so constructed that these 
be removed as the com- 
pany requires more room for its expan- 
sion. To allow ample room for future 
growth, the company has also purchased 


a 65-foot lot to the east, which is at 
present bearing rent from automobile 
garages. 


Main Floor Arrangement 

Practically the entire area of the 
floor is given over to the large general 
office with 22,000 square feet of floor 
space, accommodating the entire office 
force. Private oflices for the officials 
are separated from the main working 
space by low partitions which can be 
modified or removed as desired. The 
ceiling of the entire main office has 
been covered with a special acoustic 
preparation which has proved very 
isfactory in deadening the sound of con- 
versation and typewriting. 


The ground floor is allotted to the 
printing plant, paper storage, cafeteria 
and kitchen, cloak room, rest room for 


employes, examination room, laboratory 
and dispensary under the charge of 
physician and nurse, equipped with the 
usual complete facilities for examination 
and first aid. Separate motor driven ex- 
haust fans provide ventilation for the 
kitchen and print shop. The main office 
is ventilated by a large motor driven 
fan which provides a continual flow of 
washed air. The building is equipped 
with telephones, clocks, A. D. T. watch- 
man’s system, and the auto call system, 
with all wires carried in conduits for 
safety. 


Significance of the Decorations 


The sculptural decorations on either 
the great arch in the entrance 


occupies the site of the last camping 


“TONTINE” CONTRACT AT ISSUE 


| Insurance Men eemeenet in Nebraska 


| pany 


| and 


| greater part of the initial payment, 


| low 


Department’s Litigation With 
Investment Concern 


LINCOLN. NEB May -The 
state department of trade and commerce 
is involved in a lawsuit with one of the 
big companies that sells investment con- 
tracts on the lines of the old tontine insur- 
ance that has been banned in a 
number of states. It refused the company, 
the Investors’ Syndicate of Minnesota, 
which has some 5,000 contracts sold, per- 
mission to continue in business 
has asked the court 
license to be issued on the 
it has compiled with the law 
there is no discretionary power 
with the state officers. 

The governor and secretary of trade 
commerce have just filed volum- 
inous answer, claiming that the contracts 
are unfair and oppressive, and that mis- 
representation was made by its agents 
in selling contracts. Complaint is made 
of the fact that the company keeps the 
that 
the cash surrender value is unreasonably 
and that if an investor fails to keep 
up his payments he loses all he has paid. 


20 


policy 


to order a 
ground that 
and that 
lodged 


main 


Sat- | 








The com- | 





place in the city limits of a Chippewa 
Indian named Kega-ma- go-shig. The 
romantic pioneer history of the country 


also furnishes the subject for the five 
panel decorations of the lobby. This 
series depicts phases of the progress 


from the time when the only inhabitants 
were Indians up to the present. 

The Northwestern National Life was 
incorporated as the Northwestern Aid 
Association in 1885, and in 1901 was re- 
incorporated on the legal reserve plan 
under its present name. When the pres- 
ent management was elected in 1905, 
the annual statement showed less than 
$23,000,000 in force, with assets of $4,- 
750,000, and surplus funds of $261,000. 
The new management was face to face 
with the problem of building an agency 
force, the conservation of the company’s 
business, which was rapidly lapsing, the 
improvement of office methods, and the 
selection and organization of a compe- 
tent corps of medical examiners. 


Growth of the Company 


Ten years later the new business pro- 
duced had trebled, the insurance in force 
exceeded $35,006,000, and the surplus 
had increased to over $700,000. At the 
same time the company’s dividend scale 
had increased that the cost to the 
policyholders was decreased. Four years 


so 


later the insurance in force had passed 
a $100,000,000 point. New business had 
jumped from $7,500,000 to over $40,- 
000,000. In 1920 the surplus funds 
reached $1,000,000 and the assets $10,- 
000,000 and the pace was still increas- 


The 1923 statement shows insurance 
$173.509,166, assets $16,666,178, 


ing 
im torce 


and surplus of $1,427,368. The company 
expects to pass the $200,000,000 mark 
by the end of the year. 


Seld Its Old Building 


1919 the company accepted a very 
offer tor its old home 
office property, which came at a very 
opportune time, inasmuch the force 
had begun to feel cramped in its old 


In 


favorable cash 


as 


quarters. A lease was drawn on the old 
property to expire Mar. 31, 1924, to 
give time for providing a new home. 


Three lots were purchased at the inter- 
and West Fit- 


section of Grove avenue 

teenth street, a beautiful location over- 
looking Loring Park. Later a fourth lot 
was added. Ground was broken for the | 
new building Mar. 1, 1923, and on Mar. 
15, 1924, the company moved into its 
new home. 


Insurance men have become interested 
in the controversy, because the company 
contends that it is no worse offender 
than insurance companies in the matter 
of the commission paid and the cash 
surrender values. Some of the agents 
have been informed that sellers of these 
contracts have said they are better than 
insurance policies and as 5,000 of them 
have been sold in this section it has cut 


in some on the insurance business. 





TO HAVE AGENCY CONVENTION 


Aetna Life Managers Will Assemble for 
Their First Annual Meeting at 


Hot Springs 
The general agents of the Aetna Lite 
have never held an agency convention 
or meeting. The company has been 
modernizing and progressing in many 
ways in recent years. It is now going 
under a full head of steam and is at- 


tracting wide attention. One of the in- 
novations this vear will be to call in the 
general agents or managers as they are 
now termed at Virginia Hot Springs, 
Sept. 10-12. Some of the home office 
men will be present and there will be a 
get-together meeting and ex 
of ideas. 


general 
change 


| and methods as will raise 


| tion's 
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- | OPPOSE COMBINATIONS 


| CLEVELAND LIFE MEN’S VIEWS 





| Resent Efforts of Mortgage and Bond 


Houses to Tie Up With Life 
Agencies There 


20.—Consider- 
aroused among 


CLEVELAND, 
able interest has 
Cleveland insurance men by the efforts 
ot local companies selling mortgages 
bonds and other securities to tie up with 
life agencies in order to sell insurance 
in conjunction with other lines. A mort 
gage company, in particular, wanted to 
be licensed in order to receive the com- 
missions. 

[t was felt by the officers of the Cleve- 
land Life Underwriters that such affilia- 
tions would improperly invade the field 
of specialized service through the reg 
ular channels, and tend to lower the 
business from the professional plane t 
a mere brokecrage-commodity basis. 


May 


been 


Would Capitalize Prestige 


The recent failure of a large building 
and loan organization in Cleveland has 
strikingly illustrated the unfortunate 
effect that would be reflected on life 
insurance in general if it is made to 
suffer losses occasioned in connection 
with other lines tied to it. 

The impression seems to be more or 
less current that the real purpose is to 
capitalize the good reputation and pres- 


tige enjoyed by life insurance, in order 
to bolster up the sale of bonds, real 
estate and what not. 

Letter Sent to Banks 


Harold Pearce, president of the Cleve- 
land association, has sent a strong letter 
to the membership, and copies to the 
presidents of all local banks. The letter 
follows: 

“Cleveland Life Underwriters highly 
appreciate the hearty cooperation of the 
Cleveland banks and other financial in- 
stitutions in advocating that the public 


adequately insure. We warmly com- 
mend the banks for refusing to enter 
into direct or indirect affiliations with 
life insurance companies for the sale of 


life insurance, on the grounds that such 
arrangements do not give the public the 
be st type of life insurance service. 
“From time to time other financial 
concerns such as building and loan 
companies, mortgage and real estate 
companies, etc., seek to make connec- 
tions, either directly or indirectly, with 
life companies for the sale of life insur- 
ance in conjunction with their particular 
savings plans, securities or investments 


Opposed by Association 


“It would be manifestly unfair to re- 
quest the banks to refrain from entering 
into savings-insurance plans and at the 
same time recognize plans of the same 
character suggested by other financial! 
institutions. 

“Being convinced that any direct or 
indirect affiliations between life insur- 
ance companies and other financial insti- 
tutions for the sale of life insurance do 
not work out for the best interests of 
policvholders in general, the Cleveland 
association went on record as being 
opposed to arrangements of this kind. 

Would Maintain High Standard 


untiring efforts of many 
loval and far-sighted life underwriters, 
Cleveland is notably free from practices 
which are detrimental to the interests ot 
life policvholders. We want to maintain 
our position of prominence in this re 
spect by fostering only such affiliations 
the standards 
of our business and give to the public 
the highest type of life insurance service. 
“This letter is being sent to better 
acquaint our members with the associa 
position in such matters, and t 
request your fullest cooperation.” 


“Due to the 
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pended on him convincing his prospect 
ot the 
feeling of loyalty and obedience to 


other requisite to success,” 


ough 


May 22, 
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BIG ATTENDANCE FOR 
TENNESSEE CONGRESS 


Strong Program Enjoyed by a 
Record Turnout at 
Nashville 


HAD GALAXY OF SPEAKERS 


Election of Officers Also Held, Frank 
M. See Being Named Pres- 
ident 


NASHVILLE, TENN., May 20 
The one-day annual sales congress held 
y the Life 
\ssociation last Friday was a great suc- 
Over 200 dele- 
Frank M., 
Massa- 
chusetts Mutual Liie was elected presi- 


dent 


b Tennessee Underwriter’s 


cess in every particular. 
gates were registered. See, 


Nashville general agent for the 


of the association, and Chattanooga 


was selected as the meeting place of 
the sales-congress in 1925. Other 
officers elected were as follows: Robert 
W. Creighton, Provident Liie, secre- 


; Reau E. Folk, Equitable Liie of 
York, vice-president; Robert 
Memphis, vice-president; W. 
Knoxville, vice-president; 
Chattanooga, vice- 


lary 
New 
Gamble, 
Ambrose, 
rhurman Payne, 

president. 
Had Strong Program 


rhe morning session was made up by 
addresses and a demonstration 
while talks by prominent insurance au- 
thorities featured the afternoon's 
s10n. The election of officers 
pleted the sales congress with the ex- 
ception of the banquet given. Dr. W. 


sales 


ses 


com- 


F. Powell, pastor of the First Baptist 
Church, delivered the invocation and 
expressed thanks that there was one 
business which gives more blessings 
upon others than it receives itseli. In 


his address of welcome, President John 
r. Berry declared that hfe insurance 
is becoming a profession and urged a 
proper vision and ethics in the calling. 
Lafilln Was Speaker 

H. N. Laflin, assistant counsel of the 
Northwestern Mutual Life, gave a very 
humorous address in which he read a 
list of answers given by applicants for 
life insurance in reply to the questions 


the cause of their parents’ deaths 
Mr. Laflin spoke on the “Qualities That 
\ssure Success.” He stated that the 


success of! I 


an insurance salesman de 


‘ 


great value of insurance “A 
represents is an- 
Mr Laftlin 
should make a thor 
study of insurance 


ompany a salesman 
ud. “A salesman 
and constant 
humanity, as he can not be a 


nd 


cess by reading a rate book tor a tew 
avs.” 
C. H. Crimm of Chattanooga read a 
iper on “Value of Local Underwriter’s 


by John 1 Crlbre 
Chattanooga 


\ssociations,” 


resident of the 


1) 

Frank M. See urged all Nashville mer 
vho were not members of the local 
inderwriters’ association to join, and 
large number responded Mr. See als 
illed special attention to the fact that 


he Nashville banks are advertising 
nsurance in newspapers instead 
the banking business. One Nasl 

lle bank went to the expense of print 
g¢ pamphlets on “What Nashville 
anks Think of Life Insurance,” and 
inded them out to the t 
e congress 

The morning was 

a sales demonstration by 

field supervisor of the 
(CONTINUED ON PAGE 


today, 


delegates a 


concluded 
Russell S. 
ordinary 


21) 


session 


ing, 


LIFE 


CONFERENCE PLANNED 


RESEARCH BUREAU WILL MEET 


Two-Day Session in New York June 5-6 
Will Take Up Agency 
Problems 


NEW YORK, May 20.—The Life In- 
surance Sales Research Bureau will hold 
an informal two-day conference at the 


Hotel Astor in this city June 5-6. Last 


year the Bureau held a similar confer 
ence for the executives of the member 
companies and so profitable and inter 
esting a discussion occurred there that 


the plan is being repeated this year. The 
sales executives have many problems in 
common and a large amount of material 
1s brought to the surtace in these round 
table discussions Chis year the pro 
gram will be bwilt around the work of 
the home office agency department. The 
discussion will be entirely informal and 
the experience of the member 
panies will be brought out by the repre 
sentatives at the Oliver Thur 


com 


necting 


man, superintendent of agencies of the 
Mutual Benefit and chairman of the 
Bureau executive committee, will be the 
chairman of the contierence \t this 


meeting the second part of the man 
agers’ manual ll | ready tor distri 
bution. 
Te Cever Agency Problems 
The topics and questions to be dis 
cussed at this June conference are as 


follow Ss 


]. What 


agency 


are the principal things which 
an department strives to accom 


plish? 





Il. Is the responsibility for determin 
ing agency department policy lodged in 
one individual or in a committe Does 
an individual or a committee take charge 
ot the administrative affairs of the de 
partment? 

It is intended the discussion ¢ 
the above qucstiol “ I] cove! in a 
general way, both sales planning and 


' , 
sales and iurthermore that it 


operation 


will show signilicant differences betwee! 
the small and large companies Phe 
remaining topics will be covered in 
much greater detail. 

lil, What official and clerica perso! 
nel is maintained to handle the affairs 
oft the department? 

-_.. j + 
The very widely differing plans of 


department organization will be 
discussed, not alone within the depart 
ment itself but covering the place which 
the department the : 
entire ization. In addition, Miss 


agency 


has in company’s 


orga 


n 
Marion A, Bills, who has been studying 
clerical and organization problems of 
lite insurance companies, will « tribut 
her experience 


Will Discuss Financing 


1V. What financing is provided | 





the company to cover the overhead ex 
penses of running the agencies What 
s the basis used for setting the amount 
of such exper ture Is it relate t 
new business luced, and so, how 
V. What financing of soliciting agents 
is provided by the compa What re 
strictions or limits are laced « tl 
What is tl thority the h othece 
ind the local manage gen il agent 
In the discussion of thes matters. it 
will be recognized that practices of c« 
panies will be largely determined by 
whether the i is ¢ ( t 2 
the ren re I brancl ( ee 





Vi What « cts hi etwee the 
agency depat and the field tl vl 
personal corresp dence, bulletins, 
organs, et What is the purpose o 

¢> 


this con 
Vil 


agency 


tact 
What contact is had between the 
department and the field through 
Who ma ; ; 
How long a visit at each 
is the purpose of 

The entire 





visits? 


1 
such 


scope of department's 


contact—both personal and by corre- 
spondence—with its field force will be 
covered, including supervision, stimula 


INSURANCE 


EDITION 
TELLS CANADIAN PLANS 


HALEY FISKE VISITS OTTAWA 


Metropolitan Life Head Is Honor Guest 
at Banquet Celebrating Opening 
of New Office 


“We 
50 millions more 
us said Haley 
Metropolitar 
week 


OTTAWA 
} leit in Canada 
than we have collected here 
Fiske, president ol the 
Life, at the banquet held h 
mmemorate the official opening of 
head office in Ottawa 
111 milhon invested in Ca- 
ties,” he continued, “and o 
are invested in govern 
Dominion, provincial an 
Last vear we added 10 n 


say 20 


have 


last 
to cr 
the Canadian 

“We have 
nadian secur 
these millions 77 


ment bonds, 





municipal 


hons to our investments in Canada and, 


in addition, we paid over $6,500,000 in 
; 
| 


Few Claims Challenged 


challenged only al 
claims, amounting 
Che he id 
managing Ca- 
and 


very small number ot 
percent omece 
established in Ottawa is 


nadian business for Canadian people 


quite dependent of the American 
olfices 

In building up this business we have 
catered primaril\ r working people, 
and | am tond of saving that the next 


generation of workers will be Metropoli- 


tor 
} 


la children.” 





Great applause greeted the announce 
mi made by the president that the 
clevation to the proud sition of third 
vice-president ot \ F { Fiske had 
neither been sed nor supported by 
his 

(othe rs at the banquet were 





ex-premicr ot Canada, 











ske, third vice-president 

al head « the Ca adi head othice, 

» express¢ l s de it the 
wholehearted nature ¢ the welcome ac 
corded the companys on its arrival in 
Ottawa 

Che chairman and toastmaster was A 
F. ¢ biske He was supported by his 
lath Haley Fiske, president; Robert 
Lynn Ce and Dr. Lee K. Frankel, 
vice-presidents: Dr J. N. Coolidge, as 
sistant medical director r. B. Graham, 
issistant secretary Geo. Doyon and J 
| W oodcocth Sup ntendents of agen 
cies 

Many ol ( 1 ens were among 
the guests nd managers « various 
agencies of the company throughout the 
Dominion were also present 


MICHIGAN COMPANIES ELECT 


Joseph J. Mooney Made Head of Life 
Officers Association at Meeting 
in Detroit 


DETROIT, MICH.,, 








| Mi nev, head « tin Mu 
tua Life was elected pres lent 
He er tsuich Ssist t the president 
e Det Lite, was made secre 
r the tal eting < the 
Mi re e Cr vy Othcers As 
ciati held 1 Detroit Chursday 
Clarene J Ayre president ¢ the 
\ ric l ‘ NX x Hy l, president 
t G we Lit J I Met s 
tre aent fol the \g icultural ] c, 
M. I O’Brien. president of the Det i 
Life ( elected vice residents ind 
mie rs ¢ the execu ( ( ittec 
The anne ecting was held the 
ices « e Americ Life The , 
bers were guests « < pat it 
< nme n the eve ‘ | Vita 
n ¢ President Hull of the inge 
( ext eet g of the » will 
| eld in | sing in Septem 
tion, et Part ] P , sis will be 
laid « the part which the home « ce 
lays guiding and assisting its ge1 
eral ag ts di igers the matte 
r y building 


? 


0 


MARYLAND AGENTS HAD 
BIG SALES CONGRESS 


Over 400 Present at Annual Sales 
Conference at Baltimore 
Last Week 


, ENJOYED STRONG PROGRAM 


Many Suggestions for Business Getting 
Were Presented by Those Who 


Have Made Records 


May 20 


age trom the 


BALTIMORE, MD., 
‘Average agents” of every 


youngster who wrote his first policy 


week ago to the oldtimer who was 
¢ business when Hector was a pu 
gathered to the number of more tha 
100 on Frida of last week, to atten 
the ant ) sales es ress of the Mary 
land and Dist of Columbia Life U1 
derwriters’ Associations in the Mary- 
lat Cas t magnificent auditorium 
this cit 
From the moment when L. A. Spald 
v. president the Baltimore assocx 
tion called the congress to order until 
t ‘ eve ninute was hille 
with business « importance to the m« 
who do the actua of producing bus 
ness The highest pe ot mterest was 
eached the addresses made by met 
have made good in writing big 
yusiness because the were not dealing 
with theories but with facts accumulated 
thre che experience 
he \lurr \\ Dewart, rector otf 
Christ's Protest t Episcopal church, 
Baltimore ide the invocation, calling 
specific ‘ n to the fact that the 
SUTANICE na is not a mere busine 
ma but one vho has a spit tual rela 
hip to the people who come under 
the sphere of his influence 


Gave Business Getting Methods 








The real business of the congress was 
begun witl n address by William H 
Beers Mutual Benefit Life, Roches 
ter, N. > lhe speaker's theme was 
“Im vour business” He said 
that 1 been selling life insurance 
s n nd that for 8 years he had 
been doing just an ordinary business 
For the past 6 vears he told the aud 
ence he has been making a close analy 
sis of his business and now because of 
it | s writing $1,000,000 a year ort 
more Among the axioms that he 
gave en wl would write bie busines 
were re v, knowledge of the busi 
re u d enthusiasm, knowledg« 
tha for new business move 
in circles st nulving the psychology of 
the ! ect, less tal about service and 

ore practice ¢ it. selling a construc 
tive prograt ‘ growing up wit 
prospects 

Phe cake that he s alwa 
f d the 1 wl is getting along 1 
Li worl l, 1 kit ft 1 ita ncome as 
bett rospect t the man who is 
ri He | eve wasted any time or 
the latter ss Lhe n who is devel 
pine i business way is always 
‘ | epect ding to the analy 
sis ¢« S enn ence, Mr Beers said 
but e warned he agents to have all 


their facts lined up before attempting 


progresstve business 


to write this line o 
‘ ict inv | siness He told ho. 
‘ s reaches pe d in his busines 
development in which he writes nev 
policies for men of this type as their 
Cal s creas 
Approach Is Often Faulty 

Im the opinion of Mr. Beers the ave 

ive met spec 


at an interview in which he 
the man’s actual financial and healt 


tor Properly approached 








t 


stated that nine out of ten men will 
give this information willingly. When 
he has it in hand he arranges a con- 
structive basis of life insurance for that 
particular individual and submits it for 
his consideration. In the large number 
ot cases Mr. Beers finds that he is de- 
veloping a progressive business with the 
individual he cares for in this manner. 

One of the statements made by this 
speaker that drew considerable applause 
that he is a firm believer that all 
should be prepaid, that it is 
¢ most satisfactory way for the com- 
for the agent and for the indi- 
fual being insured. 


Was 
business 


+? 


pany, 


Policy Delivery Important 


Delivering a policy to Mr. Beers’ way 
doing things is one of the most im- 


portant parts of every life insurance 
transaction. He said that he spends 
nsiderable time on this part of the 


usiness, 


reads every clause of the pol- 
icy to the insured and thereby estab- 


lishes a personal association and mutual 


nterest that brings forth good fruit in 
creasing business when the insured 
ready to assume it 

It follows as the night the dav, Mr. 


said, that the man who 

and assisted in caring for his prob- 
arranging for the future 

becomes not only 


aS lar aS any future 


Beers is once 


of his 
pernt 
insur- 
his own is concerned 
mes part « the magi 
develops business tor 


agent without any special 


asset 





ess of 


solicita 
circle of 
riends of the insure who hear trom 
ace! interest mn 


re) 
mMiuUuence 





must 


successtul 





x Im to write 12V,000 Insurance 





’ 
_ irt \ i€rs les Mr 
e, t < the surance men ove 
r | provress the Iifs nsur ce 
pr I I 
s | Ss tr: ele '¢ té 
r He attr ver tT ‘ ‘ 
rovress t the ° ‘ 1 of the 
‘ 2 , - ters The 
hic talk was fr the m 
“ wv } { 
< Walter Fos< Re the Side 
ae 4 
e } Mir Ande said that 
business d a greater 
y r ser t the huma 
t the gent He 
‘ cer ‘ + the n) 
] 
: ‘ ¢ 
‘ re S| ‘ 
‘ tr. + te + 
‘ re ‘ the 
¢ PF ‘ 
‘ t 
? ‘ ’ i 
| ‘ 
} 
| r . 


Discuss Trust Agreements 


re t ite 
‘ ‘ re 
‘ ’ 
’ ‘ I 
, ‘ t ‘ est evel 
j 
‘ ele the 
‘ ‘ ‘ r 
the ‘ 49 
‘ 
‘ tur 
the ’ the tr ‘ 
the  «¢ 
the ne ree 
‘ ‘ t 4 
‘ ‘ ‘ 
‘ the ‘ ‘ 
‘ the ’ 
‘ ‘ ‘ t bie 
‘ t ‘ ‘ 
there ‘ ¢ a 
' ‘ ‘ 
‘ ri ‘ t er 
‘ i the ‘ 
‘ 
r : ‘ ‘ v tense 


THE NATIONAL UNDERWRITER 


‘Some Unique Features 
Carried Out by North 
American of Chicago 
Ts E North American Life of Chi- 
a 


has some unique features. It 
always written substandard 
Lusiness 
company 


since it was organized. The 
was established by former New 
York Life men who were well grounded 


in the belief that substandard business 
could be written successfully. The 
North American Life, therefore, began 


to write substandard at once, thus being 


able to handle considerable business 
that would be rejected under other con- 
ditions. It does not accept substand- 
ard brokerage, nor does it take brok- 
erage on standard lives except in very 
rare instances. It can, therefore, be 


said to be very strictly a non-brokerage 
company. In this way only North Amer- 


ican Lite agents can sell North Ameri- 
can policies. Another unique feature 
about the North American Life is that 
it does not take any reinsurance. Some 


years ago it exchanged reinsurance with 
companies to which it ceded insurance. 
It wrote probably $800,000 a year in re- 
insurance business. In going over this 


class, however, it found that it was not 
making any money on it and perhaps 
was losing. The officials felt that a 
company of the size and age of the 
North American Life would not get a 
caretully selected business. The rein- 
surance that would come to it, would 
be business that might be objected to 


by the regular reinsurance companies. 
The selection, it felt would be against it. 

Still another unique feature of the 
North American is the fact that it is- 
sues no term insurance. It believes that 
there is no profit to be made in writing 
insurance. It has educated its 
feel that thev 


write just 
business without a term policy. 


term 
agents to 


as much 


can 


that 
trust 
After 


questions 


evident 
selling the 
company idea to all his hearers 

was up he answered 


individuals. 


interest it was 


not succeed in 


om many 


Many Strong Talks 
E. J. Clark, Baltimore manager 
lancock Mutual Liie, 
¢ story of what his comp: 
ion with local 


for 
presented 


inv is dome 











conjuncty and = state 
ealt departments t prevent diph- 
ther He said that in the United 
State there are upwards of 300,000 
~¢ ‘ d htheria with appro > nately 
20.000 deaths each vear om this dis- 
ease \t the conclusion of Mr. Clark’s 
outline a moving picture “Preventing 
Diphtheria” as thrown on tl screen 
Phe picture was shown for the st 
t ! t s State at t mecting ind 
i ré eine ar we t ale ‘ 
; eit d te as educational 
eature 
E. ] 1] Huttinger, Per fu 1 Lite 
? ( verag iy t hat n | 
! tiie hou kne ! ut tara 
H stressed particular] me « 
‘ bates de that pre hou 
( 1 ‘ x 1 i ane 
? ‘ 
George W. Ryan, general agent of the 
!? ent Mutual Lite Pittsburgh 
pent il after peal « lauvhter fro 
© ape embled and held } d 
e 1 e very last word of his tal 
| t { ” ‘ 
e organizatic represented at the 
‘ ere the Balti ‘ clati 
\' te < | ‘ 
‘ Catiot 
Spalding, president of the Bal 
re ' and | P ttee 
‘ ‘ ‘ ner ost the 
I d ‘ cl i’ tiie 
‘ ( Or le rie eve , 
} cst { Y thie le Hancoe 
, ’ ‘ | ’ ’ ‘ or 
‘ ‘ 
Albert W. Hemry, for mar ears cor 
ected with the Fidelit Mutus Life u 
' nit dled } it 
t sw rihmore i t we 
‘ eure 


|SAYS LIFE INSURANCE 


| WILL PASS ALL OTHERS 


| Dr. S. S. Huebner of University of 
Pennsylvania Sees Brilliant 


Future 


MAKES BUSINESS APPEAL 


| Says Life Value Is the Fundamental 
Factor, Even in “Business” of 
Family 


At the May the New 
York Liie Underwriters Association Dr. 
Solomon §. 


meeting 


Huebner ot the University 


ot Pennsylvania, a man who has been 


in life insurance educational work prob- 


ably longer than other and who 


! 


any 
las written many valuable books on the 


subject, made some startling statements 


about the future of life insurance. He 
predicted that 25 years from today 
there will be five times as much lite 
insurance for business purposes alone 
on the books of insurance companies 
las all torms of property insurance put 


together. 
Theory of Life Values 
Professor Huebner is devoting his 
time and attention at present to the de 
velopment of the theory of lite values. 


In other words he is trying to teach 
the iact that individual lives have a 
monetary value which should be pro 


tected by insurance. 
He said all modern business education 
today is property values. All 
the texts business courses teach 
the standpoint the 

They do not appre- 
the personal end ot 
that life values 
from a 


based on 
and 
economics trom ot 
value of property. 
the value 
business. 


ol 


He 


Clate 


big Says 


ire more important standpoint 
ot earning power than all property val- 
ues added together. 
Family Is a Business 
He said the family is a business. It 


should be protected as well as any other 


business. Death of the head of the 
family should make no more difference 
finan tally than the head of any other 


business if protected properly. “Would 
I not foolish not to capitalize and 
protect my IHife as to fail to insure my 
| " He said that the 


shop or mv tacto 
life values scems parti 


professional 


be as 


rl marked ith men 
and 
in 
investment mm prop 
that he had inquired 
the American Medi 


recounize d 


doctors, lawyers 


not 


tear he rs, 


business does 


Vsictans 
the } 
sold tor 
the years m 
much value is 
ndividual that is lost 


he said he did 1 beheve that 





perce nt oft 
how 


He said that he talked 
merchants m Philadelphia, 
department who 
lite the three 


ganization represented 


the 
the 


to one oft 
lie ad a a hiv 


that the 


store, 
dmiuttted value ol 
the ilue of the busin 


Ohverlook Important Angie 


col 
eT and mm 
“but 
and 
lite msurance 1s 

Phere isn’t a 
than a 
.o business 


nomics is taught im every 


and universitv evervw! 
said, 
alue 


re al in 


thers protection 


portane 
} tiie 


that wv ‘ ler 


to lite msurance i 
study of 
meludes, 1, 
and 


liquid ite 


without a 

Phi 
operation 
and j 


orked out 


complete 
ance 


oryvanization protes 
| talization 


All of these have 


nN Cap 


heen on 


May 22, 1924 


la scientific basis but apply only to 
| property value. 

| “J do not like the word ‘policy’ as 
|applied to life insurance. A life insur 
ance contract should be called a bond 
It is really a callable sinking fund bond 
| Every life insurance policy is a sinking 
fund to meet the contingencies of old 
age. The insured is nothing more thar 
ja machine. He establishes a sinking 
}fund so that when he wears out, the re 

placement value will be there. In add 

tion the bond can be called at any time 
in case the death of the insured 


ot 
Life Value Recognized 


“The banks are doing more than any 

other institution todav to educate pe 
a! ’ . > > » 

ple to the value of individual lives. I: 


banking there are two kinds of loans, 
collateral loans and commercial loans 
| The collateral loans are secured bv 
stocks and bonds The commercial 


loan is secured of course to some extent 
by a man’s business but particularly by 
the man himself. They are made over 
long ‘rm =: 1 the banker hz : ind 
1 jong term and the banker has in min 


the life value of the head of the busi 
ness. heard Mr. Stotesbury talking 
the other day and he said that the prin 
cipal work of the banker in making 


loan of this kind is to judge the character 
and ability of the borrower. Is it not 
ridiculous to depend on these 
ind yet not capitalize the value of the 
individual and protect it by life insur 


iactors 


ance? JL.ife insurance can do away witl 
the distinction between collateral and 
commercial loans. A loan on an in 
sured life is also backed by a bond, a 
callable sinking fund bond—the life 
strrance policy. 


Sees Brilliant Future 


help recast the 


proper at 


“It is my purpose to 
science oat economics giving 
tention to life values as well as to prop 
erty values. When that idea once gets 
across we will have countless graduates 
of colleges and universities who have 
absorbed that thought, active in the 
press and in the pulpit, some in life in 


surance salesmanship and in all lines 
of endeavor. These will be the leaders 
in their communities, and will be radi 
ating centers of this idea. When that 
time comes life insurance will be pur 


chased with the same lack of hesitatior 
fire or marine insurance are pur 
chased today ws 

Professor Huebner closed his address 
with a plea to the agents that they con 
tinue to study He said that he had 
been studving life insurance for 15 vears 
and now knew that there was more to 
learn than he ever knew before He 
feels that he knows less about life in- 
surance than he thought he knew when 
he started to study it 15 He 
said that life insurance is the most ac 


as 


vears 


ago, 


ademic line of endeavor there is, on ac 
count of the fact that the services are 
so great in number. The agent must 
know all about the needs of his pros 
pect. There is no limit as to what he 
can learn which will help him in the 
business. He advised them to eet hold 
of all of the great mass of life insur 
iwvce literature which is available today 
el 


wl wse it 


Question of Insurable Interest 


This was an action on an insurance 
policy \ child was adopted by the 
insured. There was some question as to 


the validity of the adoption proceedings 
The child was subsequently taken to live 
with another person but the insured sent 


clothes for the use of the child, and the 
msured lad made the child the bene 
feiary under the polics rhe court said 
that the insured having taken the child 
into his home and assumed the obliga 
tion of support made the child his de 
pendent, the pro ion tor the care ot 
the child while not living in his home 
and the act of the insured created at 
issue of fact on the question ot the 
dependency of the child, and the inten 
tion to continue the support Roval 
Neighbors of America v lona Ma 
Fletcher, Supreme Court of Oklahoma 
decided April 29 
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LIFE INSURANCE EDITION 

















‘“Git Up and Dust’”’ 


Not a very grammatical phrase, but one that is to the point, 
especially at this time of the year. Now is the time to sell life 
insurance. Now is the time if ever to prove that insurance is 
too cheap for anyone to be without it 


Father Time, that wise old patriarch, says, ‘““Now is a Time, 
shorter even than is the word itself, but it holds the Only 
Opportunity ever given to Man to repair the Past or shape the 
Future. If you are dragging along, getting nowhere, “‘Git up 
and Dust. And do it nou 


The International Life has set aside the production of the 
month of May as a testimonial of regard to its able Super- 
intendent of Agencies, W. F. Grantges. Old records will be 
smashed, new ones hung up. _ The International is a depend- 
able established company that believes in ‘“Gittin’ up and 
Dustin ~. Proof of this is evidenced in its rapid and sound 
crowth 


INTERNATIONAL LIFE 


St. Louis, Missouri 


J. R. PAISLEY, MASSEY WILSON, W. K. WHITFIELD, 


President Chairman of Board ist Vice-President 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive 
Unusual contracts to 
agents. 
Several splendid agencies 
open in Iowa 
Write for information. 


Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, lowa 














ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 
© Consulting Actuaries 
Life Insurance Accountants 
Statistidans 
2 South Lae Salle Street, Chicago 








Actuaries & Examiners 
600 Gates Building 
Kansas City, Me. 


OHNE. HIGDON 
OHNC. HIGDON 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


616-813 Hume-Mansur Bidg. 
INDIANAPOLIS 








Hubbell Bidg. DES MOINES, IOWA 
DERIC S. WITHINGTON 
CONSULTING ACTUARY 


948-949 Insurance Exchange Bidg 


Tel. Walnut 3761 DES MOINES, LA. 


T. 








J. McCOMB 
COUNSELOR AT LAW 
CONSULTING ACTUARY 















Premiums, Reserves, Surrender Val- 
ves, etc, Calculated Valuations 
and Examinations Made. Policies 
and all) Life Insurance Forms Pre 
pered. The Law of Insurance «6 
Sue talty 
Colcord Bidg OKLAHOMA CITY 
| J. H. NITCHIE 
| ACTUARY 
| 1523 Association Bidg 19S. Le Salie St 
Telephone State 4772 CHI 
J 








ULIAN C. HARVEY 


CONSULTING ACTUARY 
Chemica Building ST.LOUIS MO. 











H. 8. STANDISH 
New Manager Sun Life of Montreal 
at Chicago 
ne Ssis ger. Mr. Standish 
has the rep n of bemy one of the 
best informe men of the city He 
t ted his ! r Ss al glectrical el 
gines te became interested in 
the « <iness being connected with 
the Star d Oil Compar at Lima, O 
Started in Life Husiness 
] the « e « ] ine he saw 
y | ‘ d personal lines and 
c terest ! vhie ti busi: ess 
that Mr. Standish has prepared 
’ ' h 
roe t « ‘ ucat nal ned it 
, 7 te ? t ‘ 1 qt ? t 
( ‘ J)hin He i 
“- | vork and 
‘ ‘ " duce He served 
ter 5 eta ot « Chicago Lite 
ery te 4 ties During the 
j St i i ! tive 
f ‘ ‘ f d qi? 
that 








THE N.: \TION: AL 


STANDISH’S NEW POST 


GETS SUN LIFE OF CANADA 





Big Company Is Establishing an Office 
in Chicago and Will Bid for 


Business 
The Sun Life of Montreal, one of the 
world wide companies, is now entering 
Illinois and has appointed H. S. Stand- 


ish as manager ot the Chicago division 
with offices in the Standard Trust build- 
ing, 112 W. Adams street, Chicago. Mr. 
Standish is resigning his position as as- 
sistant manager the Union Central 
Life, Chicago. Superintendent of Agents 
H. O. Leach of the Sun Life was in 
Chicago this week arranging for the 
new otnce. 

Mr. Standish is one the outstand 
ing life insurance men the citv. He 
has been connected with the Union Cen 
tral Life in ¢ hicago tor almost 15 vears. 


or 


or 


or 


He started with the Chicago agency, 
June 1, 1909, being for some time the 
statistician of the agency and later be 








Has Large Iilinoian Investment 


‘ | ‘ ; 000 000 ested 





i Years Gld 


UNDE RWRITE R 
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HERE has been an interesting con- 
Taste at the meetings oft the 

Managers Association in Chicago, 
consisting of the general agents and 
agency managers. It hinges on the eth- 
ics of the business where an agent finds 
one of his clients having considerable 
limited payment life and endowment in- 
surance, desiring more protection and 
not being financially able to meet the 
increased obligation at that time. It 
sometimes happens that a man early in 
life, particularly before he is married, 
will purchase limited payment life or 
endowment insurance. That seems to 
him to be the best buy at that time. He 
ieels that he wants some return during 
his life, or he wants to be rid of con- 
tinuing premium payments during his 
entire lite. Doubtless these forms are 
popular and meet the demand at certain 
times. 


Responsibilities Are Increased 


Later on the policyholder assumes 
other obligations. He gets married, 
children come to his home, he has busi- 
obligations and he desires to have 


ness 

a larger amount of protection. At this 
time, — his expenses have in- 
creased and he does not see how he can 
finance rors insurance. A life agent 
comes along, analyzes his situation, 
looks over his insurance and sees that 
if he changed his limited payment life 


or endowment policy to ordinary life he 
and he 


ee = —— 








POINT OF ETHICS IS RAISED | 
AMONG THE CHICAGO MANAGERS 


have taken the ground that it is un- 
ethical ior an agent of another compan; 
to disturb existing policies in other com- 
panies. The point is made that in nine 
cases out of ten he is seeking to write 
additional insurance in his own company 
and get a financial return. The allega- 
tion is made that his advice is not dis- 
interested. On the other hand, the 
general agents of companies carrying 
the insurance do not want their renew- 
als disturbed. Again, it is claimed that 
advice of this kind can unsettle a 
man’s mind, make him doubtful about 
the counsel that life men give and may 
tend to break down his faith in the legal 
reserve system. 


so 


Suggestions Are Made 


There have been many suggestions as 
to what ts the proper course pursue. 
A few managers declare that before any 
suggestion is made to the assured about 
changing his policies to a lower priced 
form, the solicitor should go to the other 
general agent whose company is it 
volved and talk the matter over with 
him. What is the result? Perhaps some 
agent is securing the renewals on this 
policy. The manager will take it up 
with the agent and the agent will go 
to the assured. Competition starts 
over the The second man 
may succeed in knocking out the argu- 
ments the first man and he get t 

additional insurance. A like tl 
engenders competition. 

Another Plan Proposed 


to 


see 


business. 


ot he 
is 


clash 


\nother suggestion made is that in 


the readjustment of the insurance, the 
old companies receive their proportion- 
ate share of new business so that the 


premiums paid to the various companies 


will not be decreased. There is consid- 
| erable objection to this on part of the 
agent who figures in the case. He feels 


could get much more insurance 

would not have to pay out any more 
in premium than he is at present. That 
is the honest conviction of the agent. 
That would be his candid advice to the | 
client. Some or all these policies may 
be in other companies than the one he 
represents. What is the ethics in the 
case? 

What Is the Correct Attitude? 

If the client takes his advice, the pre- 
mium paid to the other companies will 
be decreased. Naturally, the agent 
would recommend the additional insur- 
ance be carried in his own company. 
The Managers Association of Chicago 
decreed some time ago that it was un- 
ethical for a salesman to recommend 
these changes, so far as the policies in 
other companies were concerned. Some 
oft the managers have fretted under this 
agreement. They do not feel that it is 
iair to their agents or to the client 
where sincere advice should be given. 

Abuses Likely to Arise 

It is obvious, of course, that many 
abuses can arise in connection with 
these changes. Agents may seck out | 
people that have limited payment or en 
dowment insurance and make the sug- 
gestion of change whether it is in the 
interest of the assured or not. From the 
discussions among the managers some 
rorce It asscts ire $209,2°57,313 and 
net rpl $17.872,869 The average in 
terest rate on ts mvestment last vear 
vas 6.2 percent More than 30 percent | 
of the ssets are invested in government 
aid omu 1 ] ecuritve During the 

t ‘ ‘ it has distributed among 

po lic olde F1% 162,154 

Pioneer in Certain Practices 

phe sw Life declare that it is the 
first ce par the world to issue un 
‘ ait ! | policies, that once a pol 

1 ied its holder m reside where 
ew nd enyvaye nu ! ( upation 
1 ] lia to be the li t company 

\rnecrica to int duce the automats 
ortet e clause unele which af the 
holder tails to pay his premium the 

‘ ol its own accord prolongs the 
’ e so long as there is any equity 

Phe Sun Lite bevan operations in the 
{ t« tates in 1805 It now has $86 
r 677 lorce in the United State 
a I investment n thi countrs 
mie ting to 156,126 lhe compas 

erate i Great Britam, South Amer 
‘ Central America and other countrie 


that it is his prospect and that the addi- 
tional belongs to him and his 
own company, he planned the read- 
justment. One general agent remarked 
that if an agent kept in touch + 
clients and gave honest advice, th 

would not be open for competing agents 
to come in and find any mix-up om S. 
That is. the original agent should h: 

changed his own policy. 


WAR RISK RULING IMPORTANT 


insurance 


as 


his 


wav 


Federal Court Sachsen in New York 
May Affect Status of $100,000 of 
Claims Already Paid 


NEW YORK, May 20.—The 
court of appeals has upheld the decision 
of the United States District Judge Mack 
rendered three and one-half years ago in 
brought over a war risk policy 

by the late Lieut. William F 

The ruling was that upon the 
of the beneficiary under a war 
insurance policy, the insurance 
money should go to those who under the 
law of the state which the policy 
holder was resident would be entitled to 
inherit the personal property ot thre 


ed 


circuit 


a suit 
carried 
Ryan. 
death 
risk 


ol 


decea 
In October 1918, 


: Lieutenant 
Washington 


| 


died in of Influenza, an 
the next dar his wile, who was his 
beneficiary, also died. Subsequently het 
father died also. Iler surviving relatives 
got the first monthly installment, $57.50 
Che yovernment then decided that 
Lieutenant Ryan's next of kin, under the 
laws otf New York, were entitled to the 
insurance, and suspended payment. Mrs 
Ryan's mother brought suit, but the 
court decided that the estate laws ot 
New York den wile’ relatives the 


inherit her husband's propert 
vhich granted Lieutet 
$10,000 policy to his surwi 
will, it is said, atlect the 
S100.000,000° to $150.000,000 
already satished by the 


\ 
ivment o wart rist 


to 
ck I> 


right 
Phi 

ant hey 

inge relative 

Statu ol 

worth 


vovernimet 


On 


claim 


t om pM 


ol 


iWsurane 
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ACHIEVEMENT 


RIDE in the achievement ot a noble 
purpose is justifiable 


The Kansas City Life Insurance Com- 
pany paid to policyholders during 1923 
in the form of death claims, matured 
endowments, dividends and surrender 
values more than $2,030,000.00 


More than $59,000,000.00 of new insur- 
ance was issued during 1923, represent- 
ing the accomplishments of our agency 
organization. 


[wo ,thousand representatives of the 


KANSAS CITY LIFE INSURANCE CO. 


company with highest aims tor accom- 
plishment, scattered throughout the ter- 
ritoryv, guarantee its continued growth 


In these and other accomplishments we 


take justifiable pride 


Our new Home Office Building is made 
possible only through the achievement o! 


’ 1 
PIV 


success in building a company to occu 
py it 

Just as the purposes tor which the com 
zanized are being continually 
. so are these achievements find 


4 
ing visible expression in our New Home 


KANSAS CITY, MO. 


J. B. REYNOLDS, President 
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H. A. HOPF & 
~ COMPANY 


Specializing in Advisory Work for | 
Insurance Companies 


Organization Equipment Standardization 
Methods Personnel Modern Office Planning 


Main Office—40 Rector St., New York | 
Western Office—327 S. La Salle St., Chicago | 





| the end of the year, and possibly a def 














American National Insurance Company 
OF GALVESTON, TEXAS 


W. L. MOODY, JR. SHEARN MOODY, W. J. SHAW, 
President Vice-Presiaent retary 
FINANCIAL STATEMENT DECEMBER 31, 1923 
ASSETS LIABILITIES 
Real Estate Owned.......... $ 957,573.54 Net Reserve (American Ex- 
Mortgage Loans (First Lien perience Table, 3 & 314 %%)$13,683.716.00 
on Real Estate).......... 6,101,583.63 Reserves for Death Losses in 
r vr ape 25,000.00 Process of Adjustment or 


Collateral I 











Iders (On Adjusted and Unpaid..... 160,679.10 
any’s Policies) 1,655,851.80 Reserve for Taxes and De- 
sa el eae ae aR aa ak th 6,128,425.85 I i i cee al 133,623.70 
A nian mive . 1,489,106.55 Miscellaneous Liabilities .... 223,398 24 
f Deposit (D Capital Stock ..$1,000,000.00 
3 2,452.15 Assigned Fund 
D and Accrued 394,499.82 and Surplus .. 1,869,171.45 
and Uncollected Surplus Security to Policy- 
s (Net) tes 807,849.80 DE acnesdeceddéisaeass 2,869,171.45 
nher npanies 
Re-I eo 7,500.00 
Fire Insurance Pre 
ums peeadeses 745.35 
Total Assets «+++ ++$17,070,588.49 Total Liabilities .......... $17,070,588.49 
il ies, eS TN ge i a ee $33,579,.608.00 
Incr 1 A ed Assets.. -eeneeancecenaesdeseons 2,773.964.00 
Increase in Surplus Security to Policyholders....... 313,347.00 
LIFE INSURANCE SURPLUS SECURITY ADMITTED ASSETS 
IN FORCE to Policyholders $17,070,588.49 
$215,037 .404.00 2,869,171.45 
Operates 21 States and the Republic of Cuba 


Paid Policyholders Since Organization, $14,328,720.46 





fit the business that he has drawn to land 


b to ten chat ti RECENT compilation shows that 
meniber to ow tha ie drawing j ' 

' - ~~ oe more than 60 Americans carry life 
counts can be continued without any ‘ that 








Insure Your Future Income 


By a contract direct with a Company whose 
business has increased, for the first quarter 
of 1924, more than 50°~ over that for the 
corresponding period of last year. 


A few fine locations left in Ohio, and other 


good openingsin Pennsylvania, West Virginia, 
Kentucky, Indiana, Illinois and Tennessee. 


FEDERAL UNION LIFE 


FRANK M. PETERS, President and General Manager of Agencies 
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‘SELL FIRM INSURANCE |PENN MUTUAL MEETING 


TO PROTECT PARTNERSHIPS |AGENCY ASSOCIATION RALLY 

| Royal Indemnity Health and Accident |Number of the Home Office People 

Will Attend the Convention at 
White Sulphur 


Department Is Pushing New Form 
of Business Coverage 


NEW YORK, May 20.—The Royal The Penn Mutual Agency Association 
| indemnity, health and accident depart- | convention will be held at White Sul- 
|ment, is pushing its income (waiting |phur Springs, W. Va., May } 
period) policy on a business insurance | Among the speakers will be President 
basis with considerable success. It | William A. Law; Vice-President Toul- 
makes its principal appeal to partner- | min; Dr. James T. Hutchinson, assist 
| ships, and sells what it calls “firm in- | ant medical director; Harrison S. Gill, 
surance.” For instance if two members | supervisor of applications and death 
of a firm have a drawing account of | claims, and Associate Actuary George 
$500 a month apiece, with an arrange- | R. White. 
ment whereby profits are distributed at | The subjects assigned to other speak- 
the end of the year, the income of the |ers are: “Salesmanship,” J. Elliott Hall 
partnership is dependent upon the con- | New York; “Agency Organization,” 
tinue, with the result of no profits at | John E. Murray, Cleveland; “The Urge 
one of the members is disabled, his | of the Penn,” Seth B. Thompson, Port 
drawing account would of course con- | land, Ore.; “Business Insurance,” Wil- 
tinue, with the results of no profits at jliam J. Amos, Philadelphia; “How to 
f- | Make the Most of Our New Contracts,” 
icit. The profits of this firm are not | John Byrne, Cleveland; “The Asset 
guaranteed by health and accident in- | Value of Business Kept in Force,” Jo- 
surance but their drawing account is. |seph F. Grant, Seattle; “Keeping 
The Royal Indemnity announces that | Abreast of the Needs of the Field Men,” 
it will guarantee this drawing account | Stewart Anderson: E. G. Branch, Mont 
ip to the amount of approximately 





' gomery, Ala. 
$1,000 a month for each member for a 
firm consisting of two or more mem- 
bers. 

It can readily be seen that if this idea 


Sales Demonstration a Feature 


There will be a sales demonstration, 
with Vice-President Kingsley and Ralph 
can be put across it has big possibili- Humphreys, assistant to the vice-presi 
ties, particularly where there are more | dent, as the principals. 
than two members in the firm. It so happens that on May 25, the 

day before the convention starts the 
ari ee f : Penn Mutual will celebrate its 77th an 

Most of this business is written with | niyversarv. The company has in force 
a long waiting period. The absence of ‘ 
a partner is not apt to be felt very much 


With Leong Waiting Period 


$1,000,000,000 more than it did in 1903, 

he is only absent f i 1 21 years ago. The founder of the Penn 

1 5 oni abse tor a tew days or . 7 
Sa | Mutual was John W. Horner, a direct 


even a week or two. He can pick up | 4 a a 
; sc nt “k yrner 10 serve 
where he left off and will not have lost | CCSCeM@ant of Jac siggy phe ey 
in the court of Henry VIII of Eng 


contact with his customers llowever. Bs ; : : 

The first policy was issued in 
the firm has very much of a personal | 184%. 
tinge, a prolonged absence is going to 
mean a considerable loss. Other mem 


bers of the firm will not like to see “wa Sixty Americans Now 
account being aid every ° 
ype agg eg cal Have Life Insurance 


drawing 


month with nothing in return. The 
can not very well refuse to continue f Milli ° M. 
this drawing account. It is a comfort 0. l ion _or ore 


ible thought to the firm and to each 


insurance policies of more ul 
$1,000,000 each. 

Che two largest regular insurance pol 
icies, $5,000,000 each, are held by Jess« 
| Lasky and Adolph Zukor. Rodmat 
Wanamaker of Philadelphia carries $4, 
Pierre Dupont of Wilmington, 
, carries $4,000,000. James C. Penny 
and Perev Rockefeller of New York 
have $3,000,000 each. J. P. Morgan ot 
ASSIGNMENT OF INTEREST ENDORSE- | New York, E. E. Bensinger and D. H 


vreat cost to the firm by the payment 
comparatively small premium. 


Assignment of Interest 


The assured must assign the interest 

n this policy to the firm The tollow ; 
° OO OO 
ing assignment of interest ts attached ; 
. . Del 
to the policy and is made out in dupli 


cate 


MENT Davidson of Chicago have $2,500,000 
The Royal Indemnity Company of New cach William R. Coe of New York, Ar 
York Goes hereby consent te the assian- | thur Letts of Les Angeles and Juliu 
ment of the policy to which this endorss Rosenwald of Chicago have $2,000,000 
ment s attached, subject to oall its | each 
xreements, conditions and limitations | Policies for $1,800,000 each are car 
as herein expressed, to ried by John N. Willys and Louis 
Name : Switt Joseph R. Day of New York 
rade or business 1 ae 
ir at has a $1,650,000 policy, and policie s tor 
eta. “Witla cia atta ciel Seales $1,500,000 cach are carried by James 
i n tl acceptance of this endorsement ‘ Colgate, Harold C. Keith of Brock 
rants that he is in lawful possession |tom. Mass.; Mortimer Davis, Edgar | 
of the policy and is legally entitled to | Marston and William Ziegler ot New 
assignment of the interests of the | York, the Gimbel brothers ot Ne 
i red therein named, and said assignee Yor} and Mrs Charles Netcl 
ngree to accept such policy and assume Clneavo 
all the obligation therein expressed 
This endorsement to take effect uu 
of Countersigned at 


Nothing herein contained shall be held | this day of Mae ’ 


to waive, alter, vary or extend any of ‘ : 
the conditions, agreements or limitation Authorized Arent 
of this policy, other than as above stated 

This endorsement, issued by the Royal Accident and health insurance ha 
Indemnity Company, when countersigned | jecasionally been referred to as “lhumat 
by a duly authorized official or avent of use and occupancy ” With the grow 
the company, and attached to Polley | ii interest of business men in the use 
a tae occupancy line it can be seen that 
° eigen whale this comparison, which is being used 
shall be valid and shall form part of the by the Roval Indemnity, is an effective 


policy aotie 
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LIFE INSURANCE EDITION 


Great Southern 
Life Insurance Company 


E. P. GREENWOOD, President 








Open territory to responsible men in | exas, Oklahoma, 
Kansas, Missouri, Arkansas, Louisiana, Mississippi 
and New Mexico. 
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Liberal commission contracts DIRECT WITH HOME 
OFFICE to responsible men. 
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Assets over - - - - §$ 14,000,000.00 
Insurance in force over 120,000,000.00 








GREAT SOUTHERN LIFE INSURANCE COMPANY 


HOUSTON . - TEXAS - . DALLAS 
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aad HE Chicago National 
vies Life Insurance Com- 





pany has special in- 
ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of | 200 stockhold- 
ers in both States. 


Ks 


vee ah 





Five thousand leads received last 
month from our stockholders. 


Chicago National Gnderwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. Chicago, IIl. 

















JOLIET 


“The Best City in Illinois in which to Live’ 


At the 1923 convention of the Illinois State Realtors Joliet 
The 


was voted the best city in the state in which to live. 


convention was held in another city. 


Joliet is one-hour from Chicago with frequent express 
$20,000,000 in wages are paid to the 65,000 peo- 


Service. 


ple living in the county—40,000 of them within the city 


}Ji 4 4 4 


They have $8,350,000 deposited in Joliet banks. 


healthy, prosperous, growing industrial city, which 
life insurance opportunity. 
contract un 


Register Liie General Agency Contract, a 


der which a good man can finance himself without hard 
Write, 


ship and without mortgaging his future, is open. 


.; rcronnaence 


REGISTER LIFE INSURANCE COMPANY 


Incorporated 1889 
DAVENPORT, IOWA 











May 22, 1924 


Bad ' Three Rules Jackie Citta Boy 


For Life Underwriters 


HREE rules for the guidance of 
Tite underwriters in the successiul 
development of their business were 
given by S. S. Huebner, professor of in- 
surance at the University of Pennsyl- 
vania, speaking before the annual con- 
vention of the Insurance Federation of 
Pennsylvania in Pittsburgh this week. 
Mr. Huebner’s three rules were: 
* < 6 
(1) Continued study throughout your 
Insurance is the most academic 


career. 

business, if you really wish to under- 
stand it thoroughly. The more I 
study insurance, and I say this after 
twenty years of intensive study, the 
more I teel there is still to learn. No 


man is an insurance man who only 
knows his particular groove in the in- 
surance vocation. That sort of thing 
is Narrowing and bad. Every insurance 


|man should have a broad understanding 


lof the other types of insurance. 


| credit, 


They 
are inter-related in many ways, and the 
knowledge is bound to prove helpful. 
But it is equally important that every 
insurance man should also know eco- 
nomics, corporation finance, commercial 
business organization, and the 
other leading applied branches of busi- 
ness education. 
that cannot be 
reaches out to 


acquired otherwise. In- 
surance help 
solving his problems, wherever risk ex- 
ists, and the more vou know about the 
scientitic aspects of business, the better 
you will be serve. 
imsurance men, specializing in the dif- 


able to 


ferent branches of insurance should be 
mutually helpiul to each other, and 
should complement their efforts. Even 


though you do not write the kind of 
insurance in question, nevertheless coun- 
sel its need to vour client. If all field 
men did this for each other, the cumu- 


lative effect would redound to the ben- 
efit of all. 
x x 
(2) Serve your client faithfully. This 
means the application of the Golden 
Rule in your daily work. Whenever 


vou sell a policy, ask yourself this ques- 
tion: Have I given my client, in view 
of all the circumstances surrounding his 
needs, which I have made every consci- 
entious effort to ascertain and under- 
stand, and without regard to my com- 
pensation, that policy which I 
have taken myself if I had been 
the same circumstances? If you can 

“Yes”, you have acted profes- 
sionally: otherwise, you have not. And 
don’t think continually about your com- 
pensation. If you do, it will show in 
your voice, and your general 
bearing, and you will be much less con- 
vincing Your compensation will be 
vreater in just about the proportion that 
our daily work. 


* * 


atlswer 


vour cye, 


you torget it in 


(3) Serve vour community.  Insur- 


ince is inherently related to the public 
welfare and naturally identifies itself 
with all the great constructive move- 
ments that have for their aim the up- 
lifting of the community It, there- 


ves every insurance man, as 
insurance, to be a 
live wire in his own community circle. 
He should participate actively, as a cit 


fore. behor 


representative ot 


| Vears, 
- 


Chey will give a vision | 


man in | 


Moreover, | 


would | 
under | 


| of the 


| we rtisinyg 


Movie Actor, Now Has 
$650,000 of Insurance 


N May 3, 1924, Jackie Coogan, the 
O child movie actor, signed in boy- 

ish hand an application for $150,000 
ot 20-year endowment life insurance, re- 
questing that it be issued in two policies, 
one tor $100,000 and one of $50,000, to 
be made in favor of his father as bene- 
iciary in the event of his death. 

As shown by the application, Jackie 
was born Oct. 26, 1914. There is $500,- 
000 of other insurance on his life and the 
$500,000 was taken in the past three 
The application further shows 
| his mother to be 29 years of age and his 
father 37, both of good health. It also 
shows both paternal and maternal grand- 
parents living in reasonable good health 
at ages of 70, 65, 71 and 61. 

Some Facts From Medical Report 


The medical examination and inspec- 
tion reports show that he is very healthy, 
has no deformity, active and likes to 
play as do other normal boys; that he 
has had no recent sickness, does not 
drink, is not addicted to drugs, has 
| never taken any Keeley cure and further 
is not reported to have any extensive 
private stock of liquors on hand, uses 
no cigars, does not smoke at all, weighs 
60 pounds, stands 4 feet 1% inches tall, 
has chest measurement of 23 and 27 
}inches, showing four inches respiratory 
expansion, abdomen 23 and heart per- 
fect. It is further shown that his sick- 
}nesses in his litetime have consisted of 
jinfluenza in 1919 for a period of three 
veeks, bone fracture in 1920 with six 
weeks’ disability, and that he had his 
tonsils removed in 1921, suffering six 
days’ illness. He is reputed to be worth 
upwards of $1,000,000, invested in real 
estate, oil interest, trust funds and per- 
sonal property. He is reported under 
contract at $800,000 a year for the mak- 
|} ing of six pictures for the Metro, at the 
| signing of which contract it is stated 
he reccived a bonus in addition to salary 
of $600,000. His earnings and other 
| profits are to be put in trust funds until 
lhe becomes of age. 

Reinsurance is being 
writing company, which states it carries 
net retention of $50,000, 


asked bv the 


Insurance Advertising Rally 


The Insurance Advertising Confer 
fence was officially accepted as a depart- 
ment of the Associated Advertising 
| Clubs of the World at an executive ses 
|sion of the National Advertising Com- 
} mission in Philadelphia this week. 

The executive committee of the In- 
surance Advertising Conference, as- 
sembled in Philadelphia as guests of the 
Insurance Company of North America 
and mapped out an intensive program for 
the semi-annual convention which will 
be held in Pittsburgh Oct. 27-28 

John O. Platt, vice-president of the 
North America welcomed the delegates 


ito Philadelphia 


Leon A. Soper, advertising managet 
Phoenix Mutual Life, and presi 
the Insurance Advertising Con 
presided Others in attend 
included: Edward A. Collins, ad 
manager National ourety: | 
I.. Sullivan, advertising manager Home 
otf New York: Chauncey S. S. Miller, 
publicity director, North British & Mer 


dent of 
lerence, 


ance 


eantile Co.: R. L. Clark, advertising 
| manager of the Continental: and Clar 
ence Palmer, manager North America 

At the closing session of the execu- 


izen, in the educational, welfare, fire and 
accident prevention, and all other con 
tructive programs where insurance men 
mav be expected to be useful Here 
again, forget the factor of compensation 
Such community effort is bound to be 
rewarded. Remember the great immut- | 
able law “Cast thy bread upon the 
come back in many 


waters and it will 


‘ 


Licensed in District of Columbia 


The Roval Union Life of Des 
licensed in the District of Columbia 
s in Washington, 
Fink is the 


1 with office 


to transact Ife 


J). ¢ Carl 


busine 
general agent 
it 905 Munsey 
‘Tucker advises that 
the Royal Union Life is now 


business in 20 states 


dent 


licensed 


Moine s | 


tive committee of the Conference, var 


committees 


ous were appointed to ar 
range plans for the forthcoming con 
vention and election ol othecers Tho c 


nominating committee 


Maryland Cas 


appointed on the 
are Hart \. Warner, 


ualty Co.; Miss Florence .E Barrett, 
Connecticut General Life; and W \ 
Randall, Muissour: State Life 





Frank White, « well known Insurai 
man, has been appointed general agent 
lief the Mutual Trust Life of Chicage i 


tormuha 
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| 
of e co es : hat because | a discussion of the bill by the entire | San Antonio, Tex.; The ss Mi 
LIFE MEN ENTER FIGHT | ~~ the commonwealth and that because | a discu n of the ll by the entire | San A . Tex.: The J. J. Ros Mill 


| Massachusetts has refused to grant rec- | committee. He declared the bill was Furnishing Co., Portland, Ore.; The 
| iprocity to Missouri they are likely to | before the legislature as a result of a| H. H. Giesey and Bros. Co., Columbus, 


RECIPROCAL “DEAL” CHARGED 








i 

| be driven out of that state, where they | “deal” between the life insurance com- | O.; James L. Stewart Co., Pittsburgh, 

have 175,568 policies carrying $155,788,- | panies of Massachusetts and the insur-| Pa.; Binyon-O’Keefe Fireproof Stor- 
| 000 of insurance and receive premiums | ance department of Missouri age Co., Fort Worth, Tex.: W. T. Me- 
: -, |}amounting to $5,000,000, with invest- Several of the Boston daily news- | Whorter. Buckhannon - Fe . 
Massachusetts Company Officials Admit | ) +. of $39,000,000, papers have strongly condemned the ie eon ogg ay _ yi Re 
They Are Afraid of Retaliation in | Frank Hodgkins, counsel for the Mas- | tactics by which the substitute bill was | Cal.: Youman’s Steam Laundry, Way- 
a sachusetts Mutual Liie, admitted frankly | favorably reported by the insurance | cross, Ga.; Union Linen Supply Co., 

| that the life companies were before the | committee and attention was called to | Chicago, IIL; J. R. Mickler, Tampa, Fla.; 

- | committee because they were afraid of | the fact that the governor might have 3. Nugent & Bro. Dry Goods Co., St. 
;OSTON, MASS., May 20—The | the retaliation of Missouri and that it | been influenced to embody the principle | Louis, Mo.: Dallas Sash & Door Co.. 
first move of the final drive against the was of vast importance to the life com-| in his inaugural and later support | Dallas, Tex.; Osburn Motor Co., Paris, 
,ption of reciprocal legislation in Mas- | panies that the reciprocal bill be passed. through the fact that it was understood | Tex Consolidated Telephone  Co., 
sachusetts was taken Thursday when, Department Stores Heard he was to become connected in an offi- | Kingstree, S. C.; George H. McFadden 
ontrary to expectations, the forces for Representatives of large department ial capacity with a leading hfe com- | & Bros., Philadelphia, Pa.; Ogden City 
and against the reciprocal bill appeared | stores spoke briefly of their having used | Pamy oO! this vicinity immediately after | C« rporation (Police Dept.), Ogden, 
at a hearing given by the senate ways | the New York reciprocals for their ex- |e © nclusion of his term as governor. | Utah; Northwest Motor Co., Cherokee, 


and means committee on the bill by the | cess cover, which they now had to do Okla.; Iron City Sand and Gravel Co., 


chairman of the insurance committee, | by mail, as it was illegal for the recip- | LISTS RECENT GROUP SALES Rittsburgh, Pa City of Bessemer, 


dy : eet ; Fescemer ! oid . 
oviding for fire and sprinkler leakage | rocals to do business directly in Massa- or Be SCTE, \la.; Reid Met lure and Co., 














coverage, substituted for the bill of | chusetts. They wanted their acts legal- | ywigsouri State Life, in Publishing List, | | +4 a Dots a Bt The Ps af ki nec as o., 
Commissioner Monk, which had _ in- | ized to that extent. L.td., Dr » Mic Green and Shall, 
cluded boiler explosion and general lia-| Walter S. Chorn of Missouri made Points to Sales Value for Addi- Yoakum, Tex.; The Pollack Company, 
bility. ;much of the argument that the large tional Care Little Kk <—" (rk Model Laundry 
It had not been thought that any op- | department stores, which carry millions —_——-. * poet H +o n, Tex Standard 
osition would develop until the bill got of dollars in fire insurance, would have Big additions to premium income are aa a pai 7” pt om M nn.; Cal- 
to the house, it being expected the |a good lever to force the stock com- | available through the writing of grou eta ~S , St. Louis, Mo.; 
senate would pass the measure owing to | panies to give them lower rates if they | insurance, and to indicate the extent of Se a “H ~ an Donald- 
the strong influence ot Governor Cc ox, could transact recij yrocal insurance in t s business, th Missouri State Li e \ oy ( < iby * s eee, ee 
who has sponsored the measure since | Massachusetts. He made claim that not | has com piled a lis i re t additions | ; I \ ‘Aut ( Ch STL 
his inaugural address. only had the department stores saved | to its list of group cvholders. Tt H “§ h Ds ( ; ( _ 5. 
Life Official’s Plea 65, 75 and even 85 per cent of their | company, in publis g this list points | .,. _ Fons Reg , B t2..2, s Ce 
; ” premiums by the reciprocal plan but | out that each name this list means | <,, \ Cal.: Califor W ir 
When the bill was called Thursday | that the regular companies had been | more than one sale, as the agent aces | Or ger “ Br trates os 
morning Guy W. Cox, representing the | forced to give them a reduction in rates | himself in a position alt toes ; | coon A + Ce neage S ° 
lohn Hancock Mutual Life, and a }on the balance of their insurance. He | plove of the firm, as well as the em-| Ana Cal- The WW “eae asco “A — 
brother of the governor, made a strong | then ridiculed a letter written in opposi- | ployer, individual life and accident in- | C a ry , = “apy” 4 
plea for the bill. He said the insurance | tion to the reciprocal bill by Professor surance. . lll.; F irmers State Bank, Con 
business is the only business not classed | Wambaugh of Harvard Law School, at The Missouri State list of recent sales Ain. \, Fan P; ; \ 2 eo 
as interstate commerce and therefore | eminent authority on insurance law. H is as follows Sadan ie Biest Nat tg Psy ee 
subject to retaliatory legislation in the | stated it was like a letter from a 10-vear Sh enlans Motor , en eR eg © 4 ay - Ateneo oT XI, 
arious states. He declared it his be- old boy and was simply ludicr US \ ish < | los Merca ile ( P Oe Cc. xo . Ce ~ ex 
lief that the bill now pending was a safe Edward C. Stone, attorney for the Param uld. Ask > Toes \\ ( Re ( of < . c nas os 
and sound form of insurance and that | casualty underwriters, opposed the bill | tor, Ark.: Fort Lauderdale Lumber Co..| ¢ no Mirena yg Oe cs ice a — 
the opposition from the agents of fire | and took Mr. ( cer to t: isk for attack Fort Land edale File oe 7 ce Mat Bone ry gp ge oem, “ on 
and casualty companies had been based | ing Professor Wambaugl He called | & Door Co. Meawhic. Tenn: Cite of | Sour Ci MH Reed&@c er — 
on the fear of competition. ; _} attention to the fact that the bill in | New Iberia, New Iberia. La.: The Lat-/ tin. Tex.: A. G. Flage 's int “ Ana. Cal.: 
Chandler Bullock, vice-president of | hearing had not been seen bv the op-| timer Stevens ( Petheenthens rs H By Pathe aang Maser mag iy id 
the State Mutual Life, said the six Mas- | ponents of the reciprocal plan and that | Birmingham Sash & Door Co., Birm-| Medal Shingle ¢ Spokane Wash; 
sachusetts life companies are creatures} it was voted out of committee without | ingham. Ala.: F. J. Hermann Compa ‘ ‘ con ty eat 
i — ——————— —— - — —- — — —=} 
i] 


: The Story of The Inter-Southern Life | 
THE SUNSHINE SPECIAL | 


THE SUN NEVER SETS on the people living in the territory United States. It is rising 
on the coast of Maine, as it is going down on our Pacific possessions. This nation occu- | 
pies the great arc in the North Temperate Zone. There is very little difference in our | 
health and happiness as we move about on the same planet, under the same flag, at the | 
dawn of day, noon-tide, or the setting of the sun. | 


MILLIONS OF INSTITUTIONS carry on and conduct the industrial, commercial and 
financial life of the nation. Less than three hundred institutions insure the most impor- | 
tant resources under this sun. These institutions indemnify the most precious thing— 
life—and reach further into the future to generations yet unborn, and seal the covenant 
with the most delicate love, and enable its benefactors to live more happily, and go away | 
on the long journey with less concern. / 


IT IS AN UNUSUAL SERVICE; a wonderful work done by marvelous institutions. 
Gains for 1923—-Forty-Two Per Cent. | 


eeeet c . . = — = _ = 
—_— = . The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 


INTER: SOUTHERN LIFE BUILDING. net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 
OWNED BY THE COMPANY 


j 
< 
Ce 
~ 
a 
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ue, : 
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The insurance in force was increased from $62,591,398.00 to $88,502,568.00, ora net gainof =| 
$25,911,170, or forty-two per cent gain in insurance in force. | 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


INTER-SOUTHERN LIFE INSURANCE COMPANY : 


LOUISVILLE JAMES R. DUFFIN, President KENTUCKY 
Eighteenth Year 
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.000 additional at a cost to 


Using Group Insurance as a Lever 


plan of the Eouitaste Lire of 


York, for allowing members of 


invariably find a profitable byproduct of 
regularly written business in their work. 


One of the spirited features of 
Hall month campaign being waged by 


Lincoln National Life agents during 
May in honor of President Arthur F. | 
Hall is the interstate contest for the 


honor of presenting President Hall with 
a large bouquet of roses in behalf of the 


|agents of the state producing the larg- 


est volume of Hall month business. 

At the end of the first two weeks the 
ranking stood Ohio first, Michigan sec- 
ond, Illinois third, Indiana fourth and 
Texas fifth. Indiana climbed into fourth 
place above Texas on May 14 when J. 
Wade Bailey of the home office agency 
delivered a $1,000,000 policy and _ re- 


| ceived cash settlement. 


; the Columbus Mutual Life, 


establishments insured on the There is no reason why any agent, 
plan, where it has been in force aware of the existence of group insur- 
nough to establish the classifica- ance being held by employees, should 
that group as a desirable one, to not write additional insurance to advan- | 


them 


ior additional insurance, seems to tage and with comparative facility among 
vith much favor. In a group of them. Isipor Raun of the Eouitase of 
ployees addressed on this subject New York is perhaps, outside of the 
her day, 28 accepted a proposition home office representatives, one of the 


largest producers of group insurance in 


of 


cents a month or $6 a year and the country. Asked the other day about 
that the cost should be deducted this “by product” business, he told « 
heir pay check. The proposition an instance where the 110 employees of 
additional coverage on the group a manufacturing concern were insure 





: 
a 


4 


n 


1 without medical examination. under the group plan for an seg ol 
advantages of group insurance $1,200 each. With this foundation laid 
t s to solicitors of companies for more business, he solicited every on 
t class, as levers to regular of those interested in the group pla 
ss, art rt Ways appreciated at and gathered in applications for addi 
t. Gr sur solicitors tional insurance aggreyating $155,000. 
SHELLE wrote a book call was a monster that had been created t 
That was the name of a any insurance Frankenstein. It is appré 
t wh Was alr t priate t say that tl ] ATION Li 
4 rou g that v d devoured a great many companies, assim 
: r ( of tl ted them successfully and built up 
t ting room and the irge busine through the reinsurance an 
r ( pure rout The other day the INTE! 
g struc- NATIONAL Lure elected as its directors ane 
, ~ main officers the men of the S1 ‘ 
rw not f r every- | of St. Louis. President J. R. Parsi 
ght r the S D Lire created real sur 
r among insuran ] t 
gest western dea] in 1 
: , } £ on the + 
] t el the a} 
a i tricnd jth gw the Ww 
vy t ry c? ‘ ‘ ? | d 
‘ t ‘I rie pre p t Vv } ele T 
Dy | ‘ ‘ ©? 7 t f 
| ‘ kee ' nee 
¥ , 
; : ’* bor onan practical 
: ce roe ‘ re Ii 1 if 
: : } ee est wilt the ¢ Io 1 ‘ 
1 with | 
: 
Lessons from the Filling Station 
, ‘ tive ’ s\? , ye tr ! : | , ’ vie 
’ - “ , 4 ‘ ee | ‘ y 
, P bore ¥ two ¢ Let the ural ale 
v Ow take ‘ ' rom the ¢ rie I] 
, mas , the naners the fir 
> ¢ 1 ‘ lt tal thing the 
‘ w capacity 


C. W. (“Pop”) Brandon, president of 
is making a 
trip through Pennsylvania and the east, 
combining business with pleasure. He 
will visit agencies in Pittsburgh, Har- 
risburg, Philadelphia, Washington, D. C., 


the | the 


| land, 


Richmond and Lynchburg, and will! 
spend a few days at Atlantic City. Mr. | 
Brandon is accompanied by Mrs. Bran- | 


Lewis Stout, counsel for 


and his wife. 


don and by 
the company, 

Every one knowing the facts 
much concern about the condition otf 
Graham C. Wells, New York City gen- 
eral agent of the Provident Mutual Life 
and president of the National Associa- 
tion of Life Underwriters. It is under- 


| stood that he is suffering from ulcerated 
| stomach and that chances for his attend- 


ince at the July meeting at Los Angeles 


are not good. He was unable to be 
at the recent general agents’ mecting 
of his company in Philadelphia. 


Conrad V. Dykeman of 
Y., imperial potentate of the Shirine, 
vho is now on a tour of the Shrine tem- 
ples in the northwest, is well known in 
jie insurance as well as Shrine circles. 
\ir. Dykeman has been connected with 


the Prudential most of his business life 
and is one of the veterans of that or- 
ganization. He has served as president 
of the New York Life Underwriters 


has been on the board 
several New York City 
banks, is present commodore of the 
Brooklyn Yacht Club and a member of 
any prominent Brooklyn = organiza 
tions. He is one of the incorporators 
ot the Brooklyn Institute of Arts and 


Science 


Association. He 


directors ol 


_ Albert B. Howe of Binghamton, N 


vice-president of the Security Mu 


tual Lite ot New York, died at the 
Clifton Springs Sanitarium last week 
Mr. Howe was 71 years of age and had 
not been in good health for some time 
Officials of the Indianapolis Life, 
headed by President Frank IP. Manly, 
eld open house last Saturday in their 
Y otlhice building at Meredith and 
Phirtieth street Indianapolis. Policy 
holders and triends of the company were 
ted to make a trip of inspection 
through the building and grounds. The 
Idingy was open trom 1 to 5:30 p. m., 
it oliicials and employes of the com 
pa! were in the receiving line 
Ihe home office building was _ for 
erly the home of Charl W. ban 
n) ex-vice-president of the United 
te and mice af transier to the In 
d napoli Life ha been remodeled mito 
modern insurance building. ‘The com 
reports new busine paid for dus 
yw the four montl ending Ma 1 ot 
ost 34,000,000 It now ha m lores 
otal of $44,500,000 
mong the officers who acted as host 
turday and were with the company as 
it founder when it wa launched in 
two ill rooms im a downtown oftice 
building bacl in 1905 were rank 
Manl president kdward EH. Raub, 
ce-president and counsel; Joseph K 
Kaub, secretar A. Lere Vortteu 
lier ( j Ferrell, one of the apent 
ho ha been with the company sine 


| The 


| joined 


has | 


| itania. 


} ton, 


srookly n, N. j 


| degree in 


start and is now manager for east- 
ern Indiana, was also present to help 
in doing the honors. Other officers pres- 
ent were Joe C. Caperton, agency man 
ager; Elder <A. Porter, actuary; Dr 
James B. Young, medical director: W, 
A. Tidwell, mortgage loan department: 
W. I. Palmer and George W. Anaw 
field supervisors; and Edward F. 
ner of the policy department. 

John H. York, vice-president of Cleve- 
land Life Underwriters, is the leader 
ior the State Mutual so far this 
with A. D. Hatfield, also with the E, 
Miller France general agency at Cleve- 
a close second. Mr. York is one 
of the few million-dollar writers in 
Cleveland. 








vear, 


The Penn Mutual recounts the death 
of two veteran brothers that is a coinci- 
dence. W. W. Knox was general agent 
at Wilmington, Del. He was fatally ill. 
His brother Samuel M. went to the city 
to visit him. On his arrival the latter 
was attacked by heart disease and died. 
next Sunday, five days afterwards, 
W. W. followed him. Samuel M. Knox 
the Penn Mutual in 1879, his 
territory being Delaware. In 1903 his 
brother became associated with him and 
afterwards Samuel M. retired. W. W. 
had represented the Penn Mutual for 
40 years at Wilmington. Samuel M. 
Knox was chairman of the board of the 
New York Shipbuilding Company. Hi 
was one of the survivors of the Lus- 
Leo D. Rothensies, who has been 
of the general agents at Wilming- 
Del., there having been two there, 
became sole general agent through the 
death of Mr. Knox. 


one 


R. B. Caverly, editor of the “Insur- 
ance Index” of New York, died at Stam- 
iord, Conn., Friday afternoon, after an 
illness of four weeks. He was 77 years 


of age and was one of the acknowledged 
characters in insurance journalism. Mr 
Caverly served in the Civil War and 

1867 launched the “Eastern Insurance 
Review” at Boston. For a time he had 
an interest in the “Insurance World” of 


Pittsburgh. Mr. Caverly made a fea- 
ture of attacking companies and offi- 
cials that did not do his bidding with- 
drew their advertising. 


A. Thomas Lehman, actuary of the 
Indiana insurance department 
July 1, 1922, has become actuary tor 
the Standard Life of Pittsburgh He 
vraduated from the University ot Mich 
igan in 1920 with the master of arts 
insurance, having taken the 
James W. Glover. After 
was tor a short time 
Life & Cas 


Since 


under 
leaving college he 
with the North American 


course 


ualty of Minneapolis and then wet 
with the insurance department oft lowa 
aS an examiner, continuing there until 
July 1, 1922, when he went with the 
Indiana department as head actuary 
He is an associate in the American In 
stitute of Actuaries and is recognized 

a conscientious and diligent membet 
of the actuarial profession. He served 
in the army air service during the world 
war, having been commissioned in 1918 


who is to assume the 
Msuranesc lt 
July 1, was 
viven a testimonal dinner by a numbet 
‘ hi intimate friends at the Tlotel 
Commodore New York lo eph kk 
Boldt acted as “roast-master,” Mr. Beha 
ubjected to a lot of good natu ed 
number ot speaker He 
the “A 


lmiprovement of 


James A. Beha, 
uperintendency of the 


New York 


partment ot 


bee nnage 
roasting by a 
was aceorded member hip il} 
oclation tor the 
but lure lrisuy 
and was pre ented with a eg 
usual size and attractive desipn lames 
J. Lloey, who as 
mitendent ot the 


ince Superintende 


ivel ot ut 


a tormer deputy supe 


msurance department 


has pecuhar knowledge of the respot 
ibeaditue ol the superintendent ol 
fice, mentioned some of these and de 





M 





XuUoM 


ay 22, 1924 


lared his faith in Mr. Beha’s ability 
meet them. In responding, Mr. 
eah quoted feelingly the remark made 
Governor Smith in appointing him 
the office, the latter stating that “the 
insurance department is the greatest 
iblic trust in the state of New York, 
nd that it requires a man of honesty 
mmon sense and good judgment 
andle it.” 


tw 
t 


Thomas G. Hiler of Boston, who 
since January, 1917, had been insured 
with the New England Mutual Life for 
1. longer period than any other hving 
member, died April 12, having attained 
early 97 years of age. His policy, 
which was written in 1855, 12 years 
aiter the company was organized, was 
n torce 69 years. 

During the 69 years in which this 
$5,000 ordinary life policy was in force, 
the net cost to Mr. Hiler was $3,587.8s. 
\lthough he lived beyond his 96th ! 










day, his estate received 40 perce nore 
insurance than he paid the company in 
money. His last annual dividend was 
almost 90 percent of the premium. 


Neil D. Sills, manager at Richmond 
Va., for the Sun Life of Canada, and 
. former national president, is held in 
such high regard and esteem ! 
members of the Westhampton Citize1 
\ssociation, of which he has been presi- 
dent since its organization seven years 
ago, that they presented him a gold 
wtach and chain at the annual me 
{ the association last week Mr. Sills 


as given treely of his time and energy 


ecting 






to advance the interests of the organi 
zation and it was in appreciation of his 
ettorts in that direction that they be- 


stowed the gift upon him 


Dennis D. Luther is one of the 


tant factors in the Chicago branch 
ce of e Aetna Lite ric ve 
\ ilert young man w king 
ime tor himself a: s R 
ll the time He is = 
I he agency secre y € ea 
ce big man in th ‘ 
K \. Luther was c 
gent Be and e 8 N 
s la er’s ce. Whe e Ac I c 
ent on inch oft syste Chi- 
go, appointin : i 2 \\ s 
ALC ne requeste he « 
end e one to € x 
i “ was well ac € 
\ ] c pr ctices l c \ “ 
t r clore W rie 
post 
Lt he wre ¢ hot Ne } 
‘ ¢ cal < » Fi ' es 
ak Bennett Me il tor extr I 
ry heroisn was awarded t Dr. 
Harry M. Archer, chief surgeon and ad 
ister ot the Actna Life in New 
(itv, honorary medical « 
1 t rhe « \ 
« hi ( « 
‘ the ‘ « n 
«, ne the Y« 
We 
Dr. Archer wor ¢ M 
\ five-st ! ’ 
e Strect had ‘ 
‘ s deb twenty “ 
den ol tly ) \r V 
wh th itha s 4 
k, tound two 
n red orphi 
lia « he Ww s 
\ col Ile 
cs Lin w 
¢ ) 
High Court Reverses Decision 
The South Dakota supre 
versed the decision « 
n the case ot the Dakota | evs. b. © 
Morgan and has ordered a new t l 
I cas th Da l 
\ \ rae dl 
lev i tl t ’ 


} } } } 
OMmpany ¢ med that the p c\ 


la 
ul secured the pohey o 


mon that he was not Of more 
irter Ludian blood V} wer ¢ 
cted recovery or Ss lu.000 


ipreme court has set aside tl 


ind ordered a new t 
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Diamonds by the Acre 


j 


Children in the Kimberly region played with 
diamonds not knowing their use or value. 


New agents may be handed a packet of returned 
postcards or a city directory full of leads and make 
little use of the opportunity. 


Names are just names to the agent who has not 
been taught what constitutes a prospect, who has 
not been trained to seek out life insurance needs 
and care for them. His largest returns will come 
from his recognition of his service opportunities and 
his care for his clients by properly safeguarding 
their interests. 


Lincoln National Life agents are schooled in the 
purpose of protection and the fitting of policies to 
the needs of their prospects. Their business returns 
have convinced them that it pays to 


LINK UP “WITH THE LINCOLN 


The 
Lincoln National Life 
Insurance Company 


‘*Itcs Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $300,000,000 In Force 
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A Policy You Can Sell 


A $5,000 Policy In THE UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


PAYS 


$5,000, the face of the from certain SPECIFIED 
policy in case of death ACCIDENTS. 


from any Cause. $50 PER WEEK, direct 
$10,000, or DOUBLE to the insured, in case of 


the face of the policy, in total disability as a result 
case of death from any of accidental injury, for 


ACCIDENT. a period not to exceed 52 


$15,000, or THREE weeks; and after that $25 
TIMES the face of the PER WEEK throughout 
policy in case of death the period of disability. 


A Sound, Conservative 
New England Institution 


United Life and Accident Insurance 
Company 


Home Office, United Life Bldg. 
Concord, N. H. 











SERVICE TO SALESMEN 


Engraved birthday greetings on 
fine wedding stock with envel- 
opes to match, for salesmen to 
send to policyholders. Some- 
thing fine and new. 


BANKERS LIFE COMPANY 


Des Moines, lowa 


GEO. KUHNS, President 








CALIFORNIA STATE LIFE 
Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force over $48,000,000 


Assets in Excess of $5,900,000 
Capital and Surplus over $767,000 


Splendid opportunities for reliable, experienced 
Seleamen bearing proper credentials. 


Write J. R. KRUSE, Vice-President and General Manager. 














| LIFE AGENCY CHANGES 








| CLEVELAND LIFE IN CHICAGO 
F. H. Bruner, Formerly Assistant 
Agency Director of Equitable Life, 
Named as General Agent 


F. H. Bruner, formerly assistant 
| agency director of the Equitable Life, 
|has been appointed general agent at 
| Chicago for the Cleveland Life, with 
|offices at 913 Straus building. The 
| Cleveland Life has had no office in 


Chicago for a number of 
the opening of the present general 
|agency May 1. Mr. Bruner has a very 
difficult task before him in opening an 
office in the still unfinished building, 
land establishing an agency force in ter- 
|ritory in which the company has not 
} operated for some years. 


Hugh Jeffrey 


years, 


Hugh Jeffrey, who has been general 
| agent for the People’s Life at Hunting- 
|ton, Ind., has been promoted to general 


district agent with headquarters at Fort 
| Wayne and he will move there about 
June 1. He will retain his former terri- 
tory of three counties and will have five 
counties additional. 








| 
| 
A. E. Watwood and E. G. Gossett 
| 


A. E. Watwood and E. G. Gossett, 
| general agents for the Minnesota Mu- 
| tual in Cleveland, have dissolved part- 

nership and the business will hereafter 


until | 
| signed several vears ago to organize the 





manager for the Pacific Mutual Life a 
San Jose. 
A. S. Borglum 
x Ss Borglum has been appointed 


general agent for the International Life 
tor Omaha, Neb., and vicinity. He was 
formerly a general agent for the Bank- 
ers Reserve Life in Omaha. 


, 4 M. Miller 


J. M. Miller, for nine years secretary- 
treasurer of the Montana Life, who re- 


Colorado Life at Denver, has again be- 
come connected with the Montana Life 
as general agent with offices in San 
Francisco and Los Angeles. Mr. Miller 


has also become connected with the 
Agency Company of California, a fire 
and casualty general agency of San 


Francisco and Los Angeles, well known 


| throughout the territory. 


| be carried on under the direction of Mr. | 


| Gossett. Mr. 

the company and will 
{time to personal production. The 
| agency has been developing a nice busi- 
ness in Cleveland. 


G. C. Mauss 
George C. Mauss, associated with the 
Des Moines agency of the John Han- 


| cock Mutual Lie, 
be general agent of this company 
headquarters at Wichita, 

| Mauss had charge of 


with 


has agents in 


Watwood continues with | 
devote all his 


| business. The 


has been promoted to | 


Kan. Mr. 


| lowa for the past four years. He has | 
left to take up his new duties. 
R. c. Stout 
R. C. Stout of Westerly, R. L., has | 


been appointed general 





agent ot the| 


Bankers’ Reserve Life of Omaha in 
Rhode Island. 
' 

F. W. Gale 

Frederick W. Gale, who has been 

cashier of the Los Angeles office of the | 
Lincoln National Lite since March, |} 
| 1922, has been made assistant state 
manager California. Mr. Gale has 
had charge of the routine organization 
ot the state headquarters, and for some 
time past has been giving part of his 
at to the organization of the San 
Frat cisco brane h othce. 

He will be succeeded by R. B. Hin- 
dall, formerly secretary for a company 
elling kitchenware with headquarters 
at lort Wayne, who will have charge 
of the Los Angeles office details, leav- 
ng Mr. Gale free to spend practically 
all of his time in the held 


Northwestern Life Appointments 


Griffith, traveline 

the Northwestern Life of Omaha, 
has become peneral agent for western 
and Wyoming The North 
western Life also announces the ap 
‘Tom KLrown as district 
at Sac City, la. D. EF. Logan 
been appointed district manager 
h Platt, 


supervisor 


VOUDTaska 


nomntment i 
pointm t ol 


manager 


at Nort Neb 





G. R. Simpson 


Gerald RR. Simpson, for the past 
three agency director for the 
West Coast Life in its south coast ter 
has resigned to become agency 


years 


ritory, 





dling the 





J. W. Barnes 


R. M. Henderson, secretary Louisiana 
State Life, Shreveport, La., announces 
the appointment of J. W. Barnes as 
state manager for Alabama. Mr. Barnes 
will have headquarters at Mobile. He 
was with the Reliance Life in Florida 
and more recently he was federal pro- 
hibition director in Alabama. The 
Louisiana State Life has just been en- 
tered in Alabama. 


C. A. Peterson 


Carl A. Peterson has been appointed 
lowa state manager for the Mutual 
Trust Life. Mr. Peterson will make 
his headquarters in Fort Dodge, where 
he has been acting as general agent 
for the company and has built a large 
new arrangement will 
enable him to devote his entire time 
and attention to cooperating with all of 
the agencies in the present organiza- 
tion in the state, as well as to open and 
develop the now undeveloped territory 








Carl A. Secoy 


Carl A. Secoy, for several years assist 
ant agency manager of the Phoenix 
Mutual Lite has resigned and on June 1 
will join the H. A. Hopf organization 
of New York City as a sales managet 
Mr. Secoy’s work with the Phoenix 
Mutual was largely that of traveling 
among the agencies. Mr. Soper is han 
work at this time. 


me & O'Connell and D. J. Farrell 


rr. J. O'Connell and D. J. Farrell, who 


have been connected with the Metro 
politan Life for many years, have beet 
appointed general agents of the North 


Life of Ottawa, IIL, at 
Both are experienced in 
accustomed to large pro 


western Union 
La Salle, II. 


surance men 


CHLCL 
a 1800/7 rove usa 
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luction, and no doubt will prove an | 


asset to the young company. The 
Northwestern Union was organized in 
October, 1923, and has made rapid 
strides during its short existence. The 
act that it was able to attract two such 
vell known men indicates that insur 
ince men believe that it has a great 


iture, 


W. C. Metcalf 
W. C. Metcalf has been appointed 


neral agent at Richmond, Va., tor the 
Equitable Life of lowa, effective June 1. 
Mr. Metcalf has been selling insurance 
or the Equitable Life of New York ior 
the past five years under General Agent 

M. Crutchfield at Richmond and is 
rated as a first class producer. He is a 
ollege graduate and a tormer school 
teacher. 


Booker & Kinnaird 


The Provident Mutual Life, w h 
ently entered Kentucky, has appointed 
Booker & Kinnaird of Louisville, the well 
known fire insurance agency, as general 
gents. Booker & Kinnaird have estab- 
shed a life insurance department with 
1, W. Day in charges Mr. 
erly connected with the Massachuseics 
Mutual Life. 


Northwestern National Appointments 


The Northwestern National Life an- 

unces the appointment of Chester I 
Isaacson as district manager at Fresno, 
il., and Allen McKenzie as district man- 
ager at Long Beach, Cal Both new of- 
tices will report to Los Angeles 


Life Agency Notes 


The Guarantee Fund Life has ap- 
pointed W. L. MeQuerry, formerly of Des 
Moines, as general agent for northern 
Florida with headquarters at Jackson- 
ville 

T. V. Reamy of Mankato, Minr has 
been appointed general agent of the Se- 
curity Life of Chicago with headquarters 
t Spirit Lake, Minn He was formerly 
with the Pacific Mutual, but for the last 
vear or so he has been with the North- 
western National Life 





NEWS FROM THE EAST 
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UPHOLDS RIGHT TO CONTEST 


New York Court Rules on Incontest- 
ability Clause, Where Suit Arose 
After Two Years 


In Markowitz vs. Metropolitan Life 
(203 N. Y. S. 534), the New York court 
passed upon an interesting phase of the 
question of the rights of an insurer to 
contest a policy tor fraud in the face ot 
in incontestable clause. The tacts and 
circumstances which culminated in the 
action being, briefly stated, as follows: 

The insurance company issued a pol- 
icy insuring the life of Benni Marko 
witz for the benetit of his wife This 
policy contained a clause which stipu 
lated that it should “be incontestable 
ifter two years trom the date of its 
issue,” except for nonpayment of pre 
miums, 

Che insured died betore the expiration 
of two years, but the beneficiary did 
not bring suit upon the policy until 
after the expiration of two years. In 
defense to this suit the insurance cor 
pany alleged that it had been secured 
by false warranties and representations 
made by the msured 

This raised the question of whether 

not the incontestability clause was 
conclusive against the insurance com 
pany aiter two years, even though the 
nsured had died betore the expiration 
ot the two years. In deciding ths que 
tion in the negative the New York court 
aid 

“The rights of the parties under the 
pohev are tixed by the death of the in 
ured The insurer cannot ordinarily 
iter death of the insured sue in equity 
»>vescemd tor fraud, because traud may 
be asserted as a detense m the action 
Che benetciary, by 
delaying suit beyond the two-year pe 
ml should not be allowed to deprive 


t! msurer Of a meritorious detense 
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What is 


Brokerage Service? 


ROKERAGE Service, as defined by the 
Missouri State Life and provided in the 
Company’s Branch Offices, has many features: 


Expert advice and assistance to all insurance men 
on Surplus and Substandard Life; and on Accident, 
Health and Group Insurance. 


Help, without a 
the commission 


string to it, in closing cases. All 
belongs to the broker. 


Prompt action on Surplus and Substandard Life; 
liberal underwriting rules. 


Generous first commissions and guaranteed non- 
forfeitable renewals. 


Business handled either on a contract or a one- 
case agreement basis. 


Co-operation of Branch Managers and Agency 


Specials trained 


in up-to-date methods of writing 


Life Insurance; and thoroughly versed in Accident 
and Health and Group Insurance. 
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Havana in 1925 


In a few words, that is what 
the Missouri State Life means 
by Brokerage Service. The 
Company was among the first 
to make its Service available 
to all insurance men, and its 
system has been perfected by 
long experience. This Service 
is at your disposal. 


MISSOURT STATE LIFE INSURANCE COMPANY 


M. E. Singleton, President 


Home Office: SAINT LOUIS 
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“The incontestability 
tended to make certain to the insured 
that, after the insured has paid his third 
premium, his beneficiary will be cared 
for, and to impose on the insurer the 
correlative obligation, after receipt of 
premiums, to pay the benehciary 
at all events. Where the insured iis 
died before making these payments, the 
insurer should not be compelled to re 
spect an engagemen procured from it 
by fraud.” 


three 


GIVE BUFFALO SCHOOL PLANS 
Details for Summer Session to Be Con- 
ducted by G. M. Lovelace of N. Y. 
University Announced 

BUFFALO, N. Y., May 20—The im- 
portance of the summer school in life 
imsurance training, which is to be held 


clause is in-| 


it the University of Buffalo in June and |} 


THE NATIONAL 


UNDERWRITER 


22, 1924 


members of the insurance course faculty | ing, recently moved to its permanent | Mrs. J. B. Atkinson of the Penn Mutual 


irom that college. 


Subjects of instruction will be the 
functions of life insurance, practical 
methods of selling, principles of life 


insurance selling, the selling talk and the 


interview, conferences on field work 
done by the students, the field work 
itself, life insurance principles and 
practice. 

In Buffalo classes will be held from 


9 a. m. to 1 p. m. on Mondays, Tues- 
days, Fridays and Saturdays of each 
week. Each student will attend con- 


once a week on Monday or 
afternoons. Wednesdays and 
Thursdays will be entirely devoted to 
soliciting life insurance, as well as the 
afternoons of each other weekday. Cost 
of tuition in the Buffalo school is £100. 


ferences 
Tuesday 


Aetna’s New York Record 


Mowry & 
New York City of the 


Reinmund, managers in 
Aetna Life, set- 














luly, was brought out by President | tled for April business of $5,500,000, In 
Harvey E. Weeks, speaking at the first | March the agency paid for $4,300,000. 
May meeting of the Buffalo Life Under- To May the paid-for business was $15,- 
writers President Weeks announced | 200,000. It is anticipated that the first 
that the contract had been signed andj} six months of this year will show about 
it Griffin M. Lovelace of New York | $22,000,000 tor the firm. This would be 
University would be in charge of the} within $3,000,000 for its record of $25,- 

school when it opens, bringing with him | 000,000 in 1923, 
ner Iuchanan, N. D., banker, who will 


WATCH INTER-COMPANY PLAN 
Contest at Kansas City Involving Three 
Companies Is Creating Much In- 
terest Among Agents 
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Loan Office Is Opened 


ave direct supervision of the company’s 


] s in that territory Mr. McKay, of 
course, operates under the direction ot 
1) b Ninde vice-president in charge 


pan) investments. The ot 
¢ will also be used by Dan F. O'Neill, 
who has 1 the company’s general 


is peen 
territory tor a wreat many 


he company s 


Farris Wins Application Contest 





Thomas J. Farris was the winner oi 

€ l application contest staged by 

e St I I< yrancl office ‘ the Mis 
souri State During the « es 
eriod Mr. Farris wrote 46 applications 
$105,500 of insurance: also 32 acci 
lent policies All of the agents of the 
h wrote 443 applications for $1,- 
MS st. surance dl ‘ dent 
S « ling for £3.748.30 in premiums 

1. } Ss was runner to Fa 

, . d eiz cra 

Mutual Life Men At Milwaukee 

: t 125 agents of the Milwaukee 
general agency for the Mutual Life of 
ve Yor) yather May 2% for the 
eeting of the agen eld torce 

‘ ess meeting i comr ager 
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Aetna Life’s Milwaukee Meeting 
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Four Minneapolis life insurance 
headed teams of women workers in the 


“Organized Minneapolis.” They were 
Mrs. Elizabeth Fargo and Mrs. F 3 
Spensley of the New York Life, Miss 


Edith Ellefsen of the Equitable 


building. At 
build- 
ing the 20th floor was not ready for occu- 


women 


Life and 


| Life 
Milwaukee insurance circles will be 
well represented on the annual “booster 


trip of the Milwaukee Association of 
Commerce The trip will take the boost- 
ers through Wisconsin, lowa and Illinois 
Albert EF. Mielenz, general agent Aetna 
Life; Rupert F. Fry. president Old Lins 
Life, and William E. Wollaeger, presi- 
dent of the Concordia Fire, are among 
those who will make the trip 








IN THE SOUTH AND SOUTHWEST 








| PUSH FOR TEXAS BUSINESS 
Jefferson Standard Life is Making It- 
self Felt in the State—Albrit- 
ton is Active 
Che Jefferson Standard Lite is mak- 
ing itself felt in Texas. E. S. Albritton 
completed his first month as head of 


the E. S. Albritton Agency at the close 
of April. His agency in Dallas set a 
goal of $1,000,000 for its first month. 
lIlt secured $1,059,000, Mr. Albritton 


himself had to show the men that he 
was still a personal producer and con- 
tributed $215,000 of t®is in the way of 
i personal business. 

\. V. Mozingo, superintendent of 
agencies for the Jefferson Standard west 
of the Mississippi River, makes his 
headquarters in Dallas. Under his 
lleadership the state of Texas produced 
$5,209,000 in new business during April, 

hich is double the volume produced in 

April a year ago. The production was 
due largely to the high production indi 
vidually and a number of personal pro- 
ducers. Thirty-three agents in Texas 
produced over $3,000,000. Oj these 33, 
eight produced more than $100,000. Of 
eight, three men produced more 
$200,000. The largest producer in 
the state was Charles F. House, with 
$574,000 of business representing 84 ap- 
vil 


these 
than 


ications, 


Litigation Over Life Policies 


Life insurance to the amount of $65,000 
is involved in litigation now pending in 


the federal court in Texas between the 
heirs of the late L. Miller of Orange, 
formerly head of the Miller-Link Lum 
ber Company, and the receivers of the 
lumber company. The policies involved 
re one for $10,000 in the Bankers Life 
‘ lov made pavable to the lumber 
company: one for $10,000 in the New 
England Mutual Life and one for $45,000 

the Union Central Life The com 


have made application to pay the 


noeunt ot the me hcies into the rewistry 


the federal court pending the outcome 


1 
ot the 


suit 


Returns from Southern Tour 


all there will be four business sessions, 
with W. E. Bilheimer in charge. It is 
expected that about 125 agents and their 
wives will attend. Twenty watches will 
be given to the agents as prizes. 

April was the biggest month of the 
history of the Great Southern, with 
$4,400,060 written. The business so far 
this year shows an increase of 30 per 
cent over the amount written during 
the same period in 1923. 


Wolfe Leaves United Fidelity 


M. H. Wolfe has resigned as president 
of the United Fidelity Life of Dallas, 
and D. E. Waggoner, tormerly president 
and later chairman of the board of di- 
rectors of the company, has been elected 
president. 

It is reported in Dallas that Mr. 
Wolfe will head a new company to be 
organized there. Mr. Wolfe declined to 
discuss the report. 


State Reserve Gets Charter 


The Texas department has issued a 
charter to the State Reserve Life of 
Fort Worth, the organization of which 
was announced last week. The capital 
is $100,000 and the cash surplus is the 
same amount. Forty-five business and 
professional men of Fort Worth are 
among the stockholders of the new com- 
pany. The usual line of policies will be 





\ssistant Manawer George Gray 1s 
hack at his desk in the National Lite & 

coident after a very enjovable visit to 
New Orleans, Baton Rouge and Mobile 
Mr. Gravy is in the ordinary life depart 
ment and he held staff meetings with the | 

‘ 1 the mentioned districts Mr 
(ira was accompanied on the trip. by 
Super or Charles Moran ot the south 
er territ ' 


Gem City to Enter Virginia 


Phe Gem City Life of Dayton, ©O., is 
applying ior admission to Virginia. It 
t dimitted it will be with the unde 
tanding that it will not be permitted 

Il its newspaper police Commi 
ner Muttor having ruled ome 
ntl ago that such polices do not 

( ( thi tive cope of the Virginia 


I hye annual agene convention ot 
the Great outhern Lite Wl be held at 
ii te and Galveston June 17-20 
] eet wv will open at Houston with 

‘ ‘ n June J Ihe re 
imine three days will bie pent at 
Galvestor t Galveston there will be 
ie essions and entertamment, In 


written. 

Officers will be selected in a few days 
and the company will then begin writ- 
ing business. Fort Worth now has two 
home office companies, the other being 


the Southern Union, formerly a Waco 
company, which absorbed the old Fort 
Worth Life in a merger recently. 


Alamo Life About Ready 


Reports from San Antonio, Tex., are 
to the effect that the organization of the 
\lamo Life of that city is about com 
pleted and that application for a charter 
would be made shortly. San Antonio 
has been without a home office company 


for some time. The proposed capital 
stock for the Alamo Life is $100,000, 
The cash surplus will be a like amount 


Insurance Sermon at Nashville 


Dr. W. 1K. Powell, pastor of the First 
Baptist Church, delivered a sermon to 
the insurance people of Nashville, Tenn., 
last ‘Tuesday night at the church \l 
though the weather was bad, a congre 
vation that practically tilled the auditor 
ium was present. 

“Insurance” Dr. Powell 
the human Noah,” he 
continued, “believed in and 
prepared for a rainy day and applied his 
to his entire tamily.” 


asserted, “ts 
race 
Msurance 


a old is 


surance 


Guaranty Life in Texas 


(;uaranty Life of Davenport, la. 
heensed in lexas, Lee | 
Doughert and general man 
announced last week Dallas, San 

and ai third eity vet to be 
will probably he district 


J he 
his been 
ecretary 
agre, 
\ntonto 
chosen avency 
in which 


center Phis is the ninth state 
the Guaranty has been heensed 
Scott in El Paso 
ludve John M. Seott, Tex insurance 
Commissioner, ha been th | l Paso thre 
past tew day in connection with the 
iffairs of the Two Republics Lite Phat 


bank 


some funds in the 
closed there 


recenthy 


company 
whine h 





RI 


Cal 
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~ PACIFIC COAST AND MOUNTAIN FIELD 














RULES ON JAPANESE RISKS, not lived in es for a 
—— period ot five < 
> ‘} > = le st | , th > oniy al 
California Life Companies Write That Ms pocnil se He ge lr sl — id tor 
Business Only Under Certain the Chinese business. does so under the 
Specific Conditions following rules, dividing them into three 





| 
classes: First, bankers and profe 


acceptable on the 20 














SAN FKRANCISCO, CAL., May 20.— | SE" aerenagte ARgga Bcd 1g seceendbesee 
California life insurance companies are | 'OT™ OF DE - oo ee the cae EE e 
riting Japanese business only under | iD omg Baya ao beans sues 5 
certain specific conditions and under vet picasa, siege ay rie Pa are — 
similar rules. The California State Life | (8S OS S87 Sm OS eee 
places a limit of $2,500 on this class ot materng Severe age Vy; t N a - 
business and will write it only on the unskilled labor, etc., not acceptable 
0, 15 and 20 year endowment torn on . 
ith no disability or double indemnity New York Life's Seattle Meeting 
has no Japanese agents and will accept At the annual meeting of the Se é 
women of that nationality as policy- | brancl the New \ Life, with 165 
ders. One of the drawbacks to this | members of the force and their wives 
class of business, in its opinion, is the ttending, ne written business the 
number of claims which must be settled | tirst three onths ¢ 241n Was g 
Japan. Was announced as amounting to $6,254 
lhe Pacific Mutual Life place sa hmit 44s, igamns S4.598.540 1 the < 
$2,060 and will accept only the better | . ding per i q” 
class Japanese, writing the business o1 Addresses were ade by a num! ‘ 
e endowment form only with no ex- | leading producers and agency officials 
tended insurance. Its practice is to con Seattle, Tac i 4 ‘ B. « 
ider each particular case on its merit | and bw A. S. Elford, inspector of age 
nd while it might occasionally accept a! cies in chars i the weste ‘ 
jarmer, he must be one of good standing | the cor 
his community, who is not only suc- 
sstul in his occupation but who has Oregon Business in 1923 
been in this country tor some time. 3 : : 
The West Coast Life will acc ane legal reserve i ane 
apanese women on endowment torms | [UC'¢ . pa a 
ituring before age 65 with a rating of » Ureson fast year 3. SSS al ‘ 
ve vears. Its practice in writing | ™ $5,468,92 a Ree . 
Japanese men is as follows; Professional | aang Ses aeons . 
en, proprietors of art stores, etc., en- | 52-907.55 The or ; Sus 
dowments maturing before age 65, on | TOTEe IS B44, 159404 str $20 
standard forms; laborers, farm hands, | ?°>.'* The Oreg ae Wot 
etc.. who would fall in Class 2, are | OUSiMess B4,440,010 a . > 
cceptable on endowments maturing | 06,414 A ine ty . . . 
tore age 60 on standard forms witl s are the Aet . 
: le New York, 3 ; 


\tra premium of $2.50 per thousand 
The Western States Life's rules segr: 
gate Japanese risks into four classes, the 
professional men, b nkers | : ai y dy ea 
the being pre — in 





rst being 


d merchants; 


second, |! me 





rietors of small stores, salesmen, labor 
ce aia — ‘third. "hon hands. Place Million Dollar Line 
borers and gardeners, etc., fourth class, | \ $1,000,000 line t lite insur 
nskilled labor. The first ciass is lim- | Cornelius Vanderbilt, Ir., is being 
ted to $5,000, the second to $3,000 at} in Los Angeles, with t ublishing 
regular premium rates; third class to] terprise \ s : 
$3,000 with an extra premium at £2.50} bene fix e West Coas 
thousand and the fourth class is} San Francis cent s 
nsurable The company, howevs policy « Mr. Vanderbilt t s 
ll not consider any Japanese who have | paper as tl " 





Shortening The Selling Process 





UR SYSTEM of obtaining “leads” for our Agents has been cited 
as one of the most successful in operation. 
This set sive progra Home Off 
; ' 
cooperat racticail vaiue to our me t he 
: 
»ervice | best kind of service to gents 
' : - 
Our Policyholders Service Department offers, among other thing 
the health service of the Life Extens Institute free « charge 
For information concerning Ager opportur i 


T. LOUIS HANSEN, Vice-President 


The Guardian Life Insurance Company 
OF AMERICA 
he Laws of the State of New York 


50 Union Square, New York 


Esta sne ido u er the 


Home Office: 
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Life Insurance in Force 
) Over $36,000,000 | 
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Reinsurance Life 























TO MEN WHO CAN QUALIFY 








IN THE ACCIDENT AND HEALTH FIELD 











CHIEF CAUSES OF CLAIMS 


Companies Writing Health Insurance 
Find That Bad Colds Have Been t ‘ 
Prolific This Year rove ts are R ; 


=~ | SAS 
\lthouvh there has been « : r v8 
lemic this year, t chiet ¢ ~ : , » 
} ess clat s has been Hite 
colds, no clear disting cing 5 Reise. d : 
le betwee he twe \ reat 1 \ 
s have beet repor ed Ss 3 flue rn 
h, m= reality were mm rn 2 2 . 
colds The twe t the = 
nally cause the heaviest ce] Occupants Most Prequently Hurt 
'th poles. This is especially t 
4 ! cablh ‘ he ; 
(dove large com v re . ‘ 
! ti itl ore i | ‘ t j 
| wh this veatr 1 its EN < t 
‘ ! ! \e ! ' | - ! 
nelen imal at re ts Th CACESSIVE - 
ber « leath chant 1 eu . ° 
eneral, howeve t NT = . 
that this is a normal \ ers . \ 
‘ cs 4 the re ratory \ ‘ ‘ ‘ 
ied thes t c ‘ . 
more tavorable than that l 
\lthough torminge the bas ! “ 
ritv of Cchamms, the nun vi , 
t abnormally hiaeh Kalle 
ein chet cause at iccndent cha thet _ s . “ > 
ver automobiles mn this expe — ‘ etl e will \ 


We are offering some splendid OKLAHOMA 
and MISSOURI t 


Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 











Seventh in the U.S.A. 





ASSURANCE COMPANY 
KANSAS CITY, MISSOURI 


BUSINESS MEN’S 


w. T. GRANT, President 











Eureka Life Insurance Co. 
Of BALTIMORE, MD. 
iIncerporeted Under the Lawe of Mearviand, '662 
WE ISSUE 
Standard Ordinary and Industrial Policies 


N. WARFLELD. }y.. Secretary. Treeeure 


Cc. MAGINNIS, Presdeat } 
. M. LOLSMART, Medical Oecter 


BARRY MANOQOOL, Vice President De. J 























HERE IS A 
CHICAGO GENERAL AGENCY 


for a life producer and organizer 


serve stock company, with 
home offices in Chicago. 
Our line of policies is one 
that this man will have no 
difficulty in selling. He will 
have a direct home office 
liberal first 


S' IMEWHERE there is 
aman _ who is a pro- 
ducer of life insurance, a_ | 
good organizer, with good 
social connections and fi- 
iancial responsibility. 
contract, with 
year commissions and re- 
newals, and the fullest pos- 


the 


This man is ambitious to 
get into the BIG opportu- 
He wants to build up 
his own agency in a terri- 


sible cooperation of 


nity. 
home office organization. 
tory where the rewards of 

his labor and skill will be | The man who can qualify 
interested in 


large. and who is 


this connection will be 
To this man, granted a personal inter- 
view. Address J-50, care 


The National Underwriter. 


we have the 


offer. 


+ 


big opportunity to 
We are an old line legal re- 


The Home Office Is in Chicago 














Provident Mutual 


of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


Over forty per cent of the new business 
of the Provident Mutual is upon the lives 
of old policyholders who not only evi- 
dence their satisfaction by insuring their 
own lives, but by recommending the 
Company to their friends. 


Especially valuable to the agents of the 
Provident Mutual is the active good will 
of those whose Old Age Endowments 


have matured. 




















' 


| accidental means. 


control automobile accidents, but very 
little action is being taken. Probably 
nothing will be done until public senti- 
ment demands action. One of the most 
logical plan is to license every driver 
only after a most thorough investigation 


into his habits and character and rigid | 


examination of his ability to drive a car. 
This, of course, will not prevent all acci- 
dents, but it will eliminate many incom- 
petent and careless drivers from the road. 
A remarkably small number of accidents 
is found among taxi drivers, although it 
is commonly 


most reckless drivers. While it is true 


that they do seem to take more chances | 


than the ordinary driver, it is also true 


that they thoroughly know the machine, | 


so that they have it under perfect control. 
Examination of Drivers 


\ similar examination for all drivers, 
even for car owners, would mean that 
many incompetent drivers would either 
be forced to stop driving, or have to 
study 
drive so that they would actually know 
what they were doing all the time. 

Taxi drivers are ordinarily regarded as 
bad risks for accident insurance, but, as 
a matter of fact, they are better than 


the average salaried man who, knowing | 


practically nothing of his machine, in- 


sists upon taking his Sunday drive over | 


The chances 
times 


crowded streets and roads. 
for accidents are multiplied many 
in his case. 


Accidental Means Clause 


Clause “accidental means.” 
slipped on pavement. The policy in- 
sured the decedent against loss resulting 
solely through external, violent and 
The assured who had 
been in good health tor many years, 
and had had one dizzy spell about a 
year prior to his death, left his home 
to go to work, and was found uncon- 
scious near the curb with a deep cut on 


the back of his skull caused by striking | 


his head on the curb. The question was 
whether he had slipped and fallen or 
possibly had had a stroke ot apoplexy. 


The insurance company asked an in- 
struction that the term “effected solely 
through external, violent and accidental 
means” means that the “element of acci 

dent must consist in that which _ pro- 
duces injury rather than in the mere 
fact that an injury occurs.” This was 
refused: Held: error. The instruction 
should have been given Che case was 
sent back for a new trial because of 
this error, and for failure to submit 
directly to the jury the issue as to, 
whether apoplexy caused the death. 
Aetna Life vs. Robinson. Court of Civil 


%th Dist., April 29 


Appeals, Texas, 


Reserve Requirement Upheld 


DULUTH, MINN. May 26 Insurance 
Commissioner Wells has been upheld by 
the district court here in his contention 
that a domestic cooperative life or cas- 
ualty company Issuing certificates in ex- 
cess of $200 must pay 10 percent of its 
gross receipts into the reserve fund until 
the accumulation shall reach $25,000, 
The Duluth Casualty contended that it 
was required to pay in only 5 percent 
and Commissioner Wells threatened to 


deny it a license, which resulted in the 


court action 


New Company at Los Angeles 

A new accident and health insurance 
company is being organized in Los 
Angeles by the firm of Smith & Bryer, 
It is to be known as the Pacifie Cas 
valty Company The company is just 
starting ite orvanization 

Pleased With the Change 
The Rellance Life has found its new 


System of health insurance benefits much 


than the plan followed 


more satisfactory 

before the change was made, perhaps 18 
months or two are “KO The Rellance 
Life paid total health benefits for con 
fining ilinesses, but paid only 60 percent 
benefits for non-confining Many poltey 
holders objected to this, declaring that 
in the period of recuperation when they 
were able to get outdoors a bit they were 
sti unable to work und were entitled 
to the same benefits as when they were 
confined to the house The Meliance Life 
nOW pays tota benefits ong a8 one 


thought that they are the | 


| Mobile 
their machines and learn how to | 


Assured | 


is unable to work. It still keeps up the 
old plan for accident insurance, paying 
total benefits so long as one is confined 
to the house and partial benefits wher 
one is not confined. The Reliance wi}! 
not write accident and health inde- 
pendent of life insurance, 


Geo. T. Mansfield’s New Post 
Mansfield, 


George T. formerly gener 


;}agent for the Security Mutual Life 
| Boston, has been appointed manager of 
|} the United States National Life & Cas- 


ualty for eastern Massachusetts. 


Life & Casualty Changes 


' The following promotions have bee: 
made by the Life & Casualty: Bs db 
Poole, formerly an agent in the Chatta- 

}nooga district, has been promoted to 


assistant superintendent in that dis- 
trict. M. Conditt has been changed fro 
|} the Birmingham district to superinter 
ent at Lexington, Ky. J. Y. Grider is 
| now superintendent in ] 


assistant 


district. 


National L. & A. Promotions 


The following promotions have bee 
j}made by the National & Accident: |! 
Cummins has been promoted to super 


district. Fre 
received 


intendent in the Wichita 
T. Kaupp of Pittsburg has 


same promotion. T. H. Bradley, for 
|merly agent for the company in the 
| Atlanta district, has been promoted to 


f}a superintendency and placed in charg: 


(ef a staff in the Macon district. F. W 
Trogler is now a superintendent in B 
timore 


Double Indemnity for Hospital 


The Weodmen Accident of Lincoh s 
offering a new rider to be attached 
}its policies, which provides that if dur 


disability it sha 
policyholder to be 
hospital 


total 
the 


ing a period of 
be necessary for 


treatment in a 


confined for 

account of accidental injury for whic) 
|} indemnity is payable, the compar 
ragrees to pay double indemnity for the 
}period of hospital confinement, limited 
to the ten weeks for a single claim 


Federal Savings Convention 





The Federal Savings of Indianapolis 
is holding its 35th anniversary conven- 
tion there this week. The Dunlap Clui 
composed of leading producers” and 
namel for J. R. Dunlap, president of t! 
company, held its session Tuesday, wit 
the convention proper meeting Wednes- 


G. KE. Harsh, vice 


fday and Thursday. 
president of the company, presided 
the busines SesS1oOns, 
Accident Notes 

The American Life & Accident of Lo 
fisville has been licensed in Ohio 

Miss hioe Peterson, private secretary 
to WT. Grant, president of the Business 
Men's Assurance, has been elected pres 
dent of the lrofessional and Business 
|Women's Club of Kansas City. Miss 
Peterson has been connected with th: 
iit. M. A. for nine years, serving just be 
| for her appointment as secretary, two 
j years age, in the claim department 





NEWS OF LIFE POLICIES 


New Policies. Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, et« Supplementing the “Unique Manual 


Digest."’ published annually in May at $3.50 and the 
“Little Gem“ published annually in April at $2.00 











| REVIEWS SUBSTANDARD PLANS 


| Union Central Official Tells of Various 
Methods of Handling This Class 
of Business 


to one of the questions o! 


the Union Central agence, 
recently, Vice-President 


ln answer 
un apent at 


lconvention 
| 


} (George Wilhams of that company out 
jlined the various methods of handling 
substandard busines He set forth the 


|} iollowing as the ways by which a con 


jpany inmht obtain the premiums re 
quired to cover the extra risk 

fa) blat extra premiums, the same 
jior all plans and “uees This is suitable 
lor accidental or other hazards whic 
} vary only slightly, if at all, at various 
ape It is used by the companies for 
occupational hazards and for conte: 


plated operations 
(hb) A lien against the policy some 
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he state insurance departments will not ap- | Week at the state deputies school of in- | [fF = 
struction held at the head camp in Rock 


ng rove this ler the law that n licy 
ed a coals tae mF lt weno jtatand, 1. Heretofore the limit has been WITH INDUSTRIAL MEN 


$3,000, a figure which has prevailed since 
tor less than the amount insured on its 




















the society was organized There has 
8 ace. ; : | been insistent demand for a higher fle 

(c) Limiting the plan. Companies use jure, but officials hesitated until satisied| NEWS OF THE PRUDENTIAL rries the honors his class by 
this method particularly under endow- | that the table of rates, based upon the being listed number thre« 

ent and modified life plans in which | Seclety s own mortality experience in the se | Superintendent John I. Allen of tt 
he effect of the impairment will not be |/@St 4@ Years, was The report | Activities of the Men Out on the Firing | Peterborough, Ont., district, continues 
elt for a number of years. Be lina gay cee Raa ne Ding a macs Line Who Are Making s position of ading Canadia 

(d) Special dividend classes, by which | ,yplic. has given this assurance ’ | division superintendents as well as his 

e amount of the dividend is modified | Good A ence a en po weer 
o compensate for the extra mortality. | ; : pa s- A » G. Dette af Me. ti - 2 r 
Chis method is considered undesirable John Hancock Mutua sansa —s ee oe making a @ showiag ta @ 
*y some, especially if mortality in- a oe : a ae Bia E diedarangge lt “ f th . ror 

. Stee 1 =? hn Hancock Mutual Life has in- | tia Assis hod 1 A. Donne - 
reases with duration of the policy, Dtecmenin, ae moon os-pg madt a saps aa f Philadel aaa a ; ‘ ; gnized K . 
since it involves returning to the in- i may be ol acide“ eeaciaeiianed oe ‘hla im. | moted t he present aii i t s : su 
-ured the mortality gains in the earlier | gemnity provis he pac 4 : a ndent in the respective districts 
vears when the extra is light, | kimit of $15,000 t $2 s Ww H . ‘ : ‘s > M 
’ nstead of reserving the meet the | permit wl wr gz { ‘ t D : 

eavy mortality of the later vears | $25,000 containing ‘ . ‘A nt W " ~ : 

ie) The addition to the regular la mnity d tl sat 8 ; - 
remium of an extra premium based on | : - 

A ‘ 


percentage addition to the standard | , 
nortality table Northwestern National t f 2 
. . Craig Visits Northern Agencies 











If experience shows that in a certain Annual rates per $1,000 As \. Kine 
lass of impairments a mortality may be | term policies recently announced by Ka : ’ ‘ t : Edw \ sig 
' xpected 25 percent in excess of the | Northwestern National Life of Minne- | Various matters | ee rf: - ~~ a nag 
| general mortality among insured risks, | polis, which carry tl aut t - “ pany 
. new mortality table is constructed by | ‘*™S sitanieinoy 2 ” sina a : Bie 
creasing the rate of mortality at each teckel aT - Yr : : 
ge by 25 percent. From this table spe- | men. Wana. iene tin . 
ial substandard premiums and reserves | Age lar ! , , = 4 . . . \ , . 
me ire calculated. The extra-substandard | 16 ; $9.65 $ 9.66 $ 9.68 §$ 9.70' far during 1924 . , ‘ trans 
. premium is the excess of the premium | !¢ + on 75 7 Mont: N vt 
: thus found over the regular premium. | j4  =8 +f 4, * ‘ 
On life plans the reserves are larger | 20 x . ® t : : 
than under standard policies and this | 21 .8u % ‘ > Lig 
iifference is reflected in the surrender | 5; 4 ; + ; - . 
values. |} 24 sis 
‘ (tf) Then there is the rating-up | - ; ‘ F 
. 6 ‘ o.30 ‘ ) = ‘ i K t 
method, under which the extra premium o7 rebecs 034 ; - is iw : , Bekimore C ; 
required is found as in the last method | 5s r rr e c 
mentioned, but this amount is then | 29 ‘ é 7 : Ml 
idded to the standard premium at the | °” : ’ 8 
true age and the policy is written at the | . gx ; os \ as e 
1igher age at which the premium most | 3 24 . “ \ 
nearly coincides with the amount thus | #4 7 : : i : . 
2 etermined. be M 
Under this method it is customary to ? 17 & . 
llow the same dividends and policy val- | 28 11.9 . . . r 
es as for a standard policy issued at | 7° 13 4 “ - 4 “e : # 
the office age, with the result that the | 4, > Ty : . 
s ompany fails to realize the full amount | 4 13.19 77 
vt the extra premium necessary to cover | 71 * +e - oe : 
he risk, since a part of it is returned to | 45 r 
e insured in the larger dividends and | 4 ' 
urrender values. This objection might | 4! > . 
- rc overcome by making a greater id + : oz 8 3 : 
ince in age, but this would merely add s.8 . 20.4 ' ' : 
eedless burden to the insured ; S . 8 S oe : 
; “ - ; : Protective Syndicate Formed 
Connecticut General i's “ . : : 
Connecticut Gener f is . = 
suunced that it is \ rey ‘ to ex 
nd its substandard insurance fa ties Executive Committee to Meet \ 
vhich were instituted recentiyvy only tf . - 
aS he companys owr gents ) r . \\ 14 LN \ : wv 
rokers and ageyts Vee ‘\ 
® s well The Connect it Genera snow }] Ut > * ‘ > ( 
ing out after subst bus ss ss ers is \ \ 
id of writing it as an a , lation me 4 wit by s R. Ne ‘ ' . < 
for its own agents ince cComMmissior \ \ - ‘ ~ 
srdiny \r “ os 
- Modern Woodmen the 
he head camp of the Modern W i . —_ its t eS-.4 vr } “ x x 
en of America will be Kea ft tt aha dhe . ~s ‘ . . 
mit of individual policies $ ' e ; 
sibly even higher t was yea i s es wil s s ss 








> | | BUILD YOUR OWN BUSINESS 


s , ORGANIZED 1850 
Under Our Direct General Agency Contract Ds — 


ze , 
oe Pi Pe SM tilling 


Double Indemnity _ Disability Benefits 
Reducing Premiums 





INSURANCE CO. 
66 BROADWAY NEW YORK 


SEE THE NEW LOW RATES 
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NEWS OF LOCAL ASSOCIATIONS 
. 7 e = —_— ————— OG a 
We write a complete line of poli- 
HUEBNER’S CINCINNATI TALK reflected in the success of the life 
- . . surance men, 
cies—age one to sixty-five. We ee : a 
Tells Association Members of Bright Richmond, Va.—Use your head m: 
Future He Sees Before the Life und your feet less. Such was the ady 
ave a e modern reatures oO which Joseph N. Willis, Jr., premier p: 
Insurance Business ducer in Virginia for the Sun Life 
life . a ams - Canada, passed out to fellow membe 
| Insur nce “IAT CIATAT AT of the Richmond association at the M: 
. — ' 

CINCINNATI, O., May 20.—At the meeting this week. He also told the: 
| regular monthly meeting of the Cin-) that it is a good plan to sell the pros- 
| cinnati association here last week, the | pect before seeing him. He then de- 

° speaker of the day was Dr. Solomon | tailed how he makes a practice of as- 
General Agency Openings In S. Huebner, professor of insurance at the | certaining the needs of the prospect 
Wharton School of Finance and Com- egg — a ae ~ that 
~ ~ , . . : | merce, of the University of Pennsyl- | t®¢ actual sale is usually a relatively 
MICHIGAN: Dow agiac, Hillsdale, Adrian, Jack- vania. In recognition of his national ped + ~ ln Rive er ns tte 
son, Ann Arbor, Pontiac, Traverse standing as an authority on lite insur | over through this system were cited as 
ree ° ance, a very large number of local and | jyjustrations of what head work can do 
City, Bav Citv. out of town insurance men and educa | when it is properly applied. Mr. Willis 
. “ zs tors attended. His talk which held his | also told the underwriters that it is well 
ee , ‘ ‘ ? | audience to the closest attention for over | to bear in mind that the bigger the ma 
OKLAHOMA: Oklahoma City, Enid, Ardmore, an hour and a half expressed a wonder- | the better the reception usually is, and 
. a ‘ ful philosophy of the institution to which , t?@t if the agent w sap ae —— “3 
McAlester, Okmulgee, Guthrie, he has given so much study. ace a eee cal cee eae 
od e 1 s 10 a ¢ c »»D > Se ns france 
ea a Dr. Huebner has made a study of as tien aie soll ach 
. ° : 7; ~ ’ S class prospects. 
Bartlesville. insurance of all kinds, life, fire, casualty, Mr. Willis had for his topic the “Re- 
an. ae tt Md —— a - sourcefulness of Field Work.” He spe- 
4 ar — aa : 4 T ala "A nas result of this study, he finds that hte | cializes in writing big policies, and it 
JHI¢ ): Day ton, Cincinnati, loledo, Cleveland, insurance stands out before all other | is stated that he has sold a total of six 
~ | fie The time is . ist: . $100,000 policies for the Sun Life withi: 
Sandusky. fields. The time is not far distant when | $100, po 
. . there will be more life insurance used | t®¢ Past eighteen months. 
es . . . * tecently, Mr. Willis has been getting 
by business men for business purposes — gee AP artes 
— _ a. 7 - See the amount of all eather forms tc- good results from newspaper advertis- 
INDIANA: Indianapolis, Terre Haute. than © amount OF « Co Orme | ing in which the purpose and value of 
gether, multiplied by two. Nor is this | different form of life cover are set fort! 
eATCO . ‘ " the end. A new philosophy is being de- | in attractive manner over his signatur: 
ILLINOIS: Springfield, Bloomington, Peoria, veloped. The study of economics, which A movement was launched at the 
“a P * is the science of business, in the past and | underwriters’ meeting to induce the 
Decatur, Jacksonville, Joliet, at the present, is devoted entirely to the | members to join the Richmond chamber 
Rockford. Waukee: consideration of the relationship of | ef commerce. 7 
ocklord, aukegan. property values and the text books of a 
economics have neglected the subject of Rochester, N, ¥.—Nearly 100 men at- 
<~ "R : ° ——— . ° life insurance almost entirely. The new | *€™4ed Rochester, N. ¥., associatior 
a — wy o - te F. “ “ei ae eting The rincips speaker vas 
MISSOURI: St. Louis, Spring held, Joplin, Mo view point will recognize the life values. —s on a fa nace sr Mn 
berly, Jefferson Citv. rhe writers and students of economics | jntendent of agencies for the Joh 
} aed 2 have based their theories entirely on) Hancock Mutual Life. He has had 
| property values. The time has come to} long practical experience in the life 
| | [OWA: Des Moines, Council Bluffs, Sioux City, recognize that property values are but | insurance agency work, both in the field 
PB the products of life values. and at the home office. As his subject 
— - » : e spoke ar "ew Facts o e Bus 
Day enport, Burlington. Whole Worth of Seme Is Life Value von a Rdg med yey lite 4. ae ! 
| Referring to life values, Dr. Huebner | WTiter’s Problems of Today.” 
g alnes ; ebne . 2. 
winted out that there ure certain classes 
| . e - ~ a - he hould use ~t -. proven om Chippewa Valley—At the meeting of 
| P a in - . : the Chippewa Valley association at Eau 
| funds te e purchase of life insurance wg : . . 
armers Navona Ire insurance . | Claire, Wis. Gustaf Lindquist, forme: 
| alone, since their whole worth was their : — F 2 
: ; : Minnesota commissioner and now pres 
| e life 7 ue He “geese reg - oe dent of the Travelers Equitable, spoke: 
Com an of Ameri stating that thelr acth wan ina mer uu,|on “The Ethics of Life Insurance.” Hc 
p y ca ! ee aa hen « her cytnn her ae — ent | contrasted the conditions of today with 
“a — ven ag teary ay ee those 20 years ago, bringing out th: 
- - . 7: this connection . 1” the gre el ie es 7 > amis o vtunte h: po 
A. O. Hughes, Vice-President in Charge of Agencies professional, and the greater his compen. eee ae eee aoe tae amiante 
“ome the = true this hy = rigs He emphasized the great good that lif: 
j 4 4 ° iv xk a small practice can sell i a i ss . m . 
| 3401 South Michigan Avenue Chicago eave. Geuathiy Ger & year’s taceme. Mat | eeeTaete Os an institution has done 1 
‘ great 31 int imply irrep! mankind, providing billions of dollars 

‘ ea Specialis Is Simply eplace - 

: a Me , _| of protection for the people of the 
gg poy eye on sp sal een bate nation Many a local life’ insurances 
sinh sehiine 2 aie in @ th 7 agent has done more for his community 

_— a ' o , "ie “y “ \ nie ading-» b oat than the most enthusiastic philar 
Looe will he ac workec ears o yuile 

1 : Nese . yf “| thropist 
t . Ba pesind sa A ws ~ “s pala re 7 (* C, Guitdford, president of the a 
re pA a ee ee ee ee ee ciation, was the chairman 


“ 


hquitable was elevated be 


Distinctive Agency Service a sar tt ot ie me et eh 


tudy of life insurance alone was 4 | presidency to fill the unexpired term of 
rrow groove that to get the soul of W (. Hawkes, resigned Ss. Clough of 
. the busine the gent must acquaint the Ne York Life us mininiou 
Mutual Benefit Agents are quite himecif with all aspects of business en- | clected vice-president to All the vacan 
} . . . deavor 80 as to understand the principles caused by the elevation of Mr. Masse 
generally representative men in their which actuate men in their conduct of | J. © Walter, state manager of the Pen 
—— a commerce that the opportunities for co Mutual Life, Milwaukee, was the prin: 
communities. They are men who have Seeing Wha te Soaaih ands sok tees eae Wankaromn tacaseae’ 
¢ ommunitie Shout ” eught out ane “Business and Partnership Insurance 
2¢2 = , 2 , ‘ , al ~ ga thats chance where he may be of help ln Walter will provide a speaker for 
bee nN qarawn to the Company bec auSCE fulness to his fellow beings be over the next meeting, which will be ladle 
: ~. . ooked nigh it ve is ” orm stun 
of its traditional standards of operation. Gall Ai. Whe seuidigdé ail (ete aimee: testiiide Lacan, te Ee thamen oenehoen ot ie 
na ° te busine hie hould adopt the Milwaukee association, ha been asked 
Mutual Benefit agents have peculiar Golden Rule of life insurance and ask |to speak at the next’ meeting. Nearly 
*-* . . ° elf, at ever sale he makes: “Have | every member brought a non-member t 
opportunities for service to their clients l, knowing the cire = of ae the last meeting, and the associath 
‘ 2 ! ns affairs eiven him the pohey has zerown tow a eratifvins depres 
along Life Insurance lines. Ne en ee eee een | SeeeED Chin encthed, eMistats vapartes 
> the me clroeumstance ” uebnes # 
ad that t! degree of compen Sun Antonio, Tex. Cine of the bine: 
jtien the agent Ww | receive will be in | erowds attending an insurance meeting 
The direct proportion to the degree of forget in years is expected here for the thet 
Pulse he displays as to hi own In- | monthly meeting of the Southwest Texa 
2 P erest nesociation, suys ©) DD Douglas, president 
The address of Dit Tiuctoe wus pre The association will bring @& man «o ! 
Mutual Benefit Life Insurance Co. ceded by a talk from Sulien ne he eee cmenbl ro thie cnbeion a 
, president ef the Cincinnati Chamber of address on actual selling volts lneu 
Newark, New Jersey Gemmoeres, 10 Whish he appealed to the lance men from Corpus Christi, Laret 
gwroup of underwriters to use every effort | Hondo Austin and seore of other tow 


| 
to further the civie interests Hie Stated | im the an Antonio territory will be he 


that the success of the cits would be rm the tmeeting The Southwest ‘I 
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New 


the 


draws its 
in area as large as half the 
and every meeting of 
something like a v 


states, orga 


zation is 


ym 


England 


ni- 


acation for 


the men with the rate books and their 
wives 
“ * 

Topeka, Kan.—The Topeka ass tion 
held its annual meeting last Saturday 
and elected the following officers Pres 
dent, Ed. Tirrill, National Lif of \ - 
mont; first vice-president, FE. L. Kendall, 
Equitable of Iowa; second vice-preside 
W. H. Todd, Penn Mutual; secretary and 
treasurer, Mrs. Edna Crow, National Life 
of Vermont 

Mrs. Crow has been secretary a 
treasurer of the association for several 
vears and her reelection was unanimous 
The association has enjoyed a prosperous 
year and the weekly meetings have been 
more largely attended than in any year 
since the association was organized At 
rangements are being made for the 
Topeka association to entertain in- 
nual Kansas sales congress next spring 

* * % 

Los Angeles, Cal.—The Los Angeles as 
sociation has arranged for an all-day 
sales congress for the benefit of its 1 m- 
bers. May 29. The principal attractior 
for this event is W. E. Bilheimer, and 
the program for the morning sessio 
begins at 9 a. m., and ses a 12:30 

m., to be followed by an after: yn 
session from 2 o'clock to 4:30, and clos- 
ing with dinner meeting t 6:15 The 
entire meeting will be devoted to sales 
talks and actual demonstrations, and it 
is expected to be the biggest gather v 
of life insurance salesmen ever held i: 
southern California 

* 

Baltimore, Md.—The Baltimor ssocl- 
ation and the members of their fan s 
will give a theater party at the Mary nd 
theater the evening of June 2 

* 

Buffalo, N. Y. At last week's “ 
if the Buffalo association W R 
Burruss of Washington, D. ¢ s 
‘Shakespeare as a 8S smut 

Resolutions were adopted « it! 
of Michael Richardson, represet ve of 

the Travelers In M Rik irdson's 
death, the tribute stated, tl sural 
fraternity lost a loyal and a syn thet 
friend, 

It was announced tl t ‘ 
vriter team in the j I s driv 
s keeping pace witl t s fr 

ching its quota 

rl next 1 ting f th s 

ll be held May “ mi 
ers will be elected 

* 

Sioux Falls, 8. D.— Over 1° 

iters gathered in 8S x K s s 
week for the two-day sales 

ifer ce of the Sout Dak 

ion The program was dire ad \ 
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Old Colony Life Pushing Out 


The Old Colony Lite « ( < 
planning an extension p ram 
south, having been heensed in Delay 
Marvland, Creorgia, Florida 1 
bara Che agency plants im t ‘ 
have not vet been ore ! b 
ompany as planning to pr t 
‘ in the new territory very 


Canada Life Appointments 

\ N Mitchell an \. Gs KX 
vho have been assistant cet i 
mitendents ot the Canada ! < 


read othes have been 


tendents 


LIFE 


BIG ATTENDANCE FOR 


INSURANCE 


TENNESSEE CONGRESS 











(CONTINUED FROM PAGE 3) 
department of the Life and Casualty of 
lennessee. 

The members ot were 
the guests of the and Ac 
cident at luncheon rmitage 
Hotel. 

A. S. Caldwell Talks 
A. S. Caldwell 
the atter: ses 
y important questions tl 
had come before him recently. Mr. Cak 
well stated that some of the fraternals 
issue policies containing practi t 
same features as those of the irger 
companies, including total disability, 
double indemnity and surrender valu 
causes. He declared that he could see 
no reason why they should not be taxed 
on the same basis as the other tual 
companies 


aldwell said that he 


Mr. 








approved applications of one tw 
companies to issue term insurance l 
icies with newspaper subscry ns 
without medical examuinatx He 
stated that his office was firmly « se 
to what the trade terms “twisting 
business, and that no matter how g 
a company m be, the will ve 
stop ck ing b 1 T s 
hey con this ul 
tage. He aske¢ ers « r s 
sociation to report t 
dishonest or u \ ‘ g $ 
( con es i « r 
scerva 


Field Work 


“Meeting Ol 


Discuss 


cs ting the views Of saliestiatis 
esting ( s S 
> 
( cs NOCK ( 
' 
> 1c C ~4 i < 
| ere are ¢ 
the ins 
‘ > 
\ Rock s 
t 1t\ 
> a 
‘ 4 4 ~ t 
‘ 
< ( s 
~ < s 
‘ = 
< < ( “ 
\\ cs s 
‘ 
~ 
Se Rm < 
. < s st ~ 
‘ WW we 
s \ ~ 
( ) 
} ' 
‘ ~ 
Marry on Banguet Pregram 
\ \ < 
‘ 
Ne \ 
. \ 
( : 


Rechkferd Life 
sed ‘ 


EDITION 





Attractive Manager's Contracts 


OPENINGS IN 


CITIES Our big Mid-Summer drive of- 


iers new General Agency open- 


ings in excellent territory 





We shall assist the right met 


Newark, N. J 
Trenton, N. J 


Scranton 


in building up real agencies 


STATES If you are located in or near th« 
Maine 


Vermont 


places named, it will pay you to 


Delaware write or us in confidence 


The Bankers Reserve Life Co. 


Operating in 39 States 
R. L. ROBISON, President 


W. G. PRESTON, Vice Pres. R. C. WAGNER, Sec'y 


OMAHA, NEBRASKA 








In the Hands 
of Your Friends 


It is worth a lot to you to know that in all 
your relations with your Home Office you are 
in the hands of your friends. In policy service 
as well as the administration of agency mat- 
ters, THE CLEVELAND LIFE INSUR- 
ANCE COMPANY considers the man in the 
held. It realizes his problems. It has a real 
desire to make his work easier 

lf you are considering the building of a life in- 
surance agency of your own, do it undera 
eral contract—-and in the hands of your friends 
Openings inOHIO, PENNSYLVANIA, WEST 
VIRGINIA, KENTUCKY, — ILLINOIS, 
INDIANA and MICHIGAN. Write to us. 


e+ 
>. 


=>. 


Address in confidence 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT. President 
Home Offices Cleveland, Ohio 
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IF YOU CAN QUARIFYixicinam 


BATTLE CREEK 


WHERE THE WORLDS BREAKFAST 1S MADE 





GENERAL Ag 












For, perhaps, you are one of the few 
men able to fill such a big job as this 
one. Battle Creek, Michigan, is world- 
renowned for its breakfast foods, di- 
versified factories, and great pros- 
perity. You must be a large personal 
producer, good organizer, be of high 
social standing, financial responsi- 
bility, and large earning capacity. 
We will give you unlimited co-opera- 
tion in finding and closing business, 
and in a line of policies with new 
selling features and settlement pro- 
visions. We have more than $125,- 
000,000 of insurance in force, and a 
greater ratio of assets to liabilities 
than any other large company in the 
same field. 

If you can qualify, we will give you 
a contract direct with the home office, 
a liberal first year commission, a re- 
newal commission, a collection fee, 
an office allowance and a business- 
development allowance. 

Let’s see if you are the man we want! 
Address “J-17,” c/o Nationa, Un- 
DERWRITER. 

Note: We also have an unusually 
attractive, special contract for good 
salesmen whose experience is lim- 
ited. 











Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this caepeny 
in good territory—men who can col- 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. AWDE, Supt. of Agencies 








MORE THAN 507% 


of the business written by some of our larger 
agencies is o direct result of the Fidelity lead 
service. Our agents interview interested pros - 
pects ple who have written the ad 
Office for information. 

Fidelity is @ low-net-cost company operat - 
ing in 40 states Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A fewagency openings for the right men 
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i! Defense of Legitimate Cases 


Is Made by Company Official 


i| Who Discusses the Ethics Involved 


By WALTER E. WEBB = 


Vice-President, National Life, U. 8S. A. 


HE question of employment or non- 

employment of part time agency 

organization has been up for lively 
discussion at frequent intervals, to the 
writer’s knowledge, during the past 20 
years. An analysis of the problem from 
a practical viewpoint, and an impersonal 
one, should indicate that we will prob- 
ably have the question before us so 
long as some companies feel that they 
are not getting all the business they 
seek through tull time agency organi- 
zation, and that’s all there is to it. As 
some companies reach that point in 
size and new business acquisition where 
the part time portion of the new busi- 
ness forms an insignificant part of the 
whole, the part time unit is discarded. 
Occasionally, we find a company lop- 
ping off the part time contracts a little 
in advance of the date when full time 
agents produce all the new business 
desired. In such cases, it has become 
the judgment of the company that the 
elimination of the part timer will stim- 
ulate the full timer to the greater ac- 
tivity required to quickly make up the 
temporary production loss. 

Not Questions of Ethics 


The elimination or retention of part | 


time representation does not involve 
ethics. The writer knows of no com- 
pany which has eliminated the part 
timer until his business was no longer 
needed. It is simply a matter of ex- 
pediency—and it is plainly evident to 

















WALTER EF. WEBR 
Vice-President National Life U. 8S. A. 


'part timer, as such, is not now and 
, never has been an evil. The part time 
| practice permits unfortunate trespass on 
occasional business of full time men, 
and is at times a cloak for a rebate. 
Zut, in full time organization, we still 


Walter E. Webb, vice-president and agency superintendent of the 
National Life U. S. A. is one of the life insurance executives of the coun- 
try who knows how to express himself clearly and interestingly. Mr. Webb 
wields a facile peen. In discussing in this article the place of part timers 
in the life insurance business, Mr. Webb makes a strong and logical argu- 


ment. 


Even those who may be out of sympathy with Mr. Webb’s views 


on this question, cannot help feeling the force of his contentions. Already 
two other prominent life insurance executives, Frank H. Davis, agency vice- 
president of the Equitable Life of New York and Raymond W. Stevens, 
president of the Illinois Life, have taken up the cudgels in behalf of legiti- 


mate part time agents. 
opinions are of importance. 


those who have been in the business 20 
years or longer. 

The successive stages of agency build- 
essentially alike with all com- 
When the business is needed 


badly—-their requirements to secure a 


contract are slight—nearly all comers, 
|part or full time, are welcomed and 
sought. As the company grows, a bet- 
ter grade of men are secured. When 
the company its judgment, has 


hed the right stage of its growth 





production, the city part timer is 
ninated. At a later date, the coun- 
try part timer goes. Then the com- 
pany, in some instances, proclaims its 


“sacrifice” in the interests of the full 
who supported the institution un- 
til it gained its present position. The 


timer 









Pictures Tell the Story 


, Cartoons will give your house organ that all necessary sparkle. Use 


| sales Send for 





therm to put over your 
proof sheets. 


BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 


g@¢ or your sp 











“The Capito! Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence 


J. Daly, President 
Denver, Colorado 








All three are thinking life insurance officials whose 


have the spectacle of 


“closed” business of 


men enticing 
a square competi- 
tor—general agents, even, at times, com- 
peting with their own men for business 
on which they would enjoy an over- 
writing any way it is written. And the 
rebate is still with us at times and in 
Spots. 
Criticism Is Unjustified 

lo classify the part timer as a vermi- 
iorm appendix, or worse, after he has 
done his share to build a company, after 
he has been discarded, is the only fea- 
ture of the whole question that does in- 
ethics. It is not merely unethi- 
cal; it is unfair, as a matter of simple 
justice, to chop off the hand that has 
fed occasional production, telling the 
part timer he is all wrong, that he has 
a naughty boy, but that the com- 
pany will keep the business he has done, 
although it doesn't need him any more. 

Further, it is hardly consistent for a 
having reached the point 
where, in its judgment, it no longer 
needs the part timer, to cast aspersions 
on him and by the same token, on the 
companies which still employ him. 
Then, too, it indelicate to criti- 
cize the method which has prevailed 
with a company for many years, the day 
after that method is discarded by said 
|company. That is all right for the man 
| who has really found salvation; but it 
is grotesque in an institution that has 
been in business for many years and 
| Supposedly given to self analysis and 
retrosyjx ction, 


volve 


becn 


company, 


seems 


Part-Timer Has Place 


Part time activity for ready cash until 
a man can earn his way in his chosen 
vocation, or as an integral part of his 


| daily business life is not peculiar to life 


insurance. It exists and will always 
exist in every field of endeavor, trade 
or profession. 

The writer recalls: A young physi- 
cian who used to keep office hours each 
day in the office of an old timer who 
| was interested in him, and then hustle 
out on the north side of Chicago to 
stoke furnaces; a young attorney who 
kept books for a tin can concern in the 
evenings until his practice yielded a 
living: real estate agents just starting, 
who have helped work on the farm for 
a little needed income. 

All part timers! And the funny part 
of it is that such men in other lines are 
admired for their pluck and tenacity of 
purpose. [| sometimes think the con- 
troversy is attributable to the various 
definitions of “part timer” that prevail 
in the minds of all of us. 





Some Parasites Found 

We all agree that the pernicious indi- 
| vidual, part or full timer, who is a para- 
site, grafter, rebater, has no place in life 
jimsurance in these times when some 
40 universities and colleges offer courses 
in life insurance salesmanship. What 
we need is a continuance and enlarge- 
ment of the field refining process now 
under way, reaching full time and part 
time men alike. In that way we should 
jin the time eradicate the evils of part 
}time business (and full time), because 
|the men in the business will be of a 
|grade above committing the acts which 
|account for the odium sometimes cast 
on the part time by companies when 
the parting of the part-time ways has 
| come. 

Every laborer is worthy of his hire, 
all or part of his time—as the exigen- 
|cies of his individual situation require 
| him to dispose of his ability. 

Every ambitious man who is honest 
and willing to render full service for 
jthe compensation he receives, is en- 
| titled to a “run for his money” in life 
|insurance, as in other fields, and he is 
| going to get it, in city, country, village 
| and hamlet. 
| The solution of the problem lies not 
|in deriding the part timer after he is no 
| longer needed, but in a better and bet- 
|ter selection of men, part time and full 
}time, which after all, is the only way 
to elevate anv business, regardless of 
its nature. 


| COMMISSIONERS’ ITINERARY 
Secretary Button Announces Official 


Route and Points of Interest 
En Route to Seattle 


Secretary Joseph Button of the In- 
surance Commissioners Convention has 
announced the itinerary for the meet 
| ing at Seattle July 28-Aug. 1. The of 
| ficial route will be over the Pennsyl 
| vania, St. Paul, Canadian National and 
| Northern Pacific. The eastern people 
will leave July 15, going to Toronto, 
passing through northern Ontario and 
arriving at Winnipeg July 18. The con- 
nections from other cities are as fol 
lows: Pittsburgh, New Orleans and 
Kansas City, July 16; St. Louis, Louis 


ville, Detroit and Chicago, July 17. The 
entire party will leave Winnipeg July 
19, Calgary July 21, Lake Louise July 


22. The members will go to Banff from 
Lake Louise. En route they will stop 
at Edmonton, Jasper Park and Van 
couver, reaching Seattle on the evening 
of July 27. They leave Seattle August 
2, spending Aug. 3 at Portland, then 
going to Spokane and Butte. They ar 
rive at St. Paul Aug. 7 





Southern States’ Texas Plans 

The Southern States Life of Atlanta 
will open a district agency at San An 
tonio, Tex., in a short time, according 
to Wilfred S. McLeod, agency manager, 
who has been in Texas for several days 
The Southern States recently opened 
agencies at Dallas and Houston. The 
company is well pleased with the situa 
tion in the Lone Star State and prob 
ably will establish offices at Fort 
Worth, Waco, Austin and some other 
places in the near future. 
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BUSINESS SLUMP SEEN 


wane SECURITY LIFE INSURANCE CO. OF AMERICA 


LIFE PRODUCTION NOW OFF ©. W. JOHNSON, President THE ROOKERY, CHICAGO 


SNSUMANCE IM FORCE................ccccoccccsccccccccss $47,024,989.00 
I i an cs ev boca 5,668,015.25 
i many nel SURPLUS PROTECTION TO POLICYHOLDERS........... 430,178.10 

ee eee PAID TO POLICYHOLDERS SINCE ORGANIZATION...... 4,403,769.15 


Life insurance companies notice a Good Openings in Sixteen States for Personal Producers,‘General Agents and Managers 


ump the country over, business being 

é idedl) off, not only in the farming Address : ° . 
districts but in the cities as well. The S. W. Goss, Vice-President. 
hire msurance companies are a very 
yood immediate barometer of trade 
onditions, Their premiums are oft 
1 the way from 10 to 25 percent, so 
in 1924. This is due very largely 
the tact that large stocks are not 
being carried, 


t 





Financial and Commercial Circles Are 
Passing Through a Temporary 











Depression Is Mental 
Life insurance officials feel that the 
situation in their business is more men- 
tal than anything else. Business is un- 
dergoing something of a scare. The 
presidential year is always more or less 
| 


of a disturbing character. The politi- 
cal situation at Washington, owing to 
the investigations, has kept the govern 
ment in something of a turmoil 

The doubt existing in the minds of 
business men as to what Congress would 
do with the income tax, corporation tax, 
tariff, soldiers’ bonus, etc., reacts ad- 


versely on business and causes anxiety 
rhe stock market has been off and 


there has been considerable fluctuation. 

There is a teeling abroad that prices 

must come down. It is argued that 

wages and prices are on a talse basis 

as compared with those in foreign lands 
Banks Are Tightening 

Banks are tightening up considerably 


n insurance notes. Many agents claim 
they are not able to finance their busi- 


ness any more. 

One official said during the week 
that what is needed is a good injection 
ot old fashioned enthusiasm into the 
agency torce. There is plenty of 
money to be had. Go into the restau- 
rants and theatres and one can always 
tind a crowd. People are riding just 


as much in automobiles and spending 

more than ever for gasoline to carry 

them along. There are numerous re- 

ports of large industries laying off men 

and the people at the present time are I r nce ( O 
not normal in their viewpoint. Hence, nsu a © 
everybody is drawing in his horns on 

expenses. 











Imposter Still at Large 

The “agent” who recently defrauded I N D I A N A P O L I S 
at least two general agents in Cleveland - 
has not been caught. The clever scheme k sta b ] is h ¢ d l 8 9 9 
was to bring in large applications, with 
checks attached, and then secure an ad- 
vance on the strength of this business. 
He even went so far as to have two HERBERT M WOOLLEN 
confederates examined. Of course the ® 
out-of-town checks proved to be value- PRESIDENT 
less, and the new “agent” disappeared 
as soon as he succeeded in cashing the 
general agent’s advance. 

Insurance men in other cities should 
ve on their guard, as this man showed 
himself to be well versed in the business 
and a fellow whose appearance and 
personality won confidence. 


} 


Hackney Made Assistant Secretary 
At a meeting of the board of directors 
the Travelers this week Charles 
Hackney was appointed an _ assistant 
cretary of the lite department He 
is born in Unionville, Conn., 1892, 1 
vas graduated from Yale University 
115, followed by a post graduate degre 
1917, 
During the war he served with dis 
ction and received a divisional cut 





George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 








\fter his disc mare trom the sers The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
! itere ite department ot the . . , . We. . ¥ . 
he entered the lite departm Carolina, North Carolina, Georgia and Michigan . 

ivelers in 1919. 

District offices of the Aetna Life havé Address 
t mn removed from Austin, Tex. to Sar /. er rs . 
\ntonio J. H Rousten is in chare of HARRISON B. SMITH, President ERNEST C. MILAIR, Vice-President and Secretary 

district office A branch flice will 








maintained at Austin 








Wiina 
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Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
Mutual................Legal Reserve 
Assets..... .....+.-$16,666,178.00 
i ie i ae wing ... -$1,427,367.00 
Insurance in Force.. ....+ $173,309, 166.00 
The COMPANY has $109.37 of assets for each $100 
of liabilities 
Rate of Interest Earned, 1923. .6.20% 
Mortality, 1923. . . 41.3% 
Liberal direct agency contracts available j in ‘Pennaylivenia, 
Virginia, Southern Indiana, Southern Ohio, and Kentucky to 
men of ability and record of successful results in personal pro- 
duction and organization. 


eee ewe eee wees 


“see ee eee weewnenwnenene 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 




















Insurance Record, 1923 


New Insurance . . . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 


of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 




















Our Agents Have 
A Wider Field 


An Increased Opportunity 








Because we have 
Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females al_ke. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 
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REPEAT CALLS MADE HIM BENEFACTOR 








The benefit both to the agent and the 
policyholder of continuous follow-up 
work on policyholders themselves has 
always been stressed by life underwrit- 
ers and one more concrete case to illus- 
trate this is given by Fred S. ng 
of the Chicago office of the Pacific Mu- 
tual Life. Mr. Kingore spends mia 
erable time, both to his profit and to 
that of the policyholder, in following up 
his list of policyholders for additional 
insurance. He writes a large volume of 
his business in this way, furnishing a 
sizable premium income and giving his 
clients the necessary protection. 

Overcame “Not Interested” 


One case in particular is cited by Mr. 
Kingore as a very striking one. This is 


the case of a prospect whom he first 
met in 1919. At that time the assured 
carried only $5,000 life insurance and no 
health and accident insurance. He was 


averse to conversing with life insurance 
agents. He wrote to the office asking 
for certain information by mail and spe- 
cifically re quested that no agent be sent. 
He was one of the many who had some 
vague fear of life insurance solicitors 
and did not care to associate with them. 
Mr. Kingore put his selling ability to 
work and sold a small additional life 
policy and a health and accident policy 


Value of Agency Check | 


| 000,000 of 


Gives Figures to Prove 
STRIKING example of the value of 


A company “who’s who” bulletins is 


cited by E. G. McCormack, general 
manager of the Reliance Life of Pitts- 
burgh, who states that his company 
has profited greatly since the adoption 
of this system, its western Pennsylvamia 


department under H. T. Burnett re- } 
porting sales more than triple the 
amount previously written in the first 
six months aiter its adoption. Mr. 


Burnett originally inaugurated this sys- 
tem.in the Alabama department three 
years ago and the plan was so effective 
that on the first of the year it 
adopted by the Reliance branch offices 
throughout the country. The details 
of the system and figures on its results 
in the western Pennsylvania depart- 
ment, of which Mr. Burnett is now sup- 
ervisor, have been summed up in a 


ito the 


| mercial health 


man. He did not stop at that, 
however, but followed up year afier year 
until he had placed $50,000 of life insur- 
ance, a large noncancellable health and 
accident policy and an ordinary com- 
and accident policy on 
this prospect. 

Is Now Uninsurable 


In this case Mr. Kingore made con- 
siderable personal profit by following up 
the risk, but the greatest benefit was 
that to the policyholder himself. The 
unusual point in this case is the fact that 
although the policyholder passed an ex- 


| cellent examination for the last life pol- 


| was greatly 


Was | 


| per 


communication by the latter to Mr. | 
McCormack. 
Makes Weekly Check 
Mr. Burnett issues a weekly “who’s 
who” bulletin to all agents in his de- 


partment, this bulletin containing the 


names ot all agents in the field, their 
weekly productions, total production for 
the year, number of productive weeks 


and the number of nonproductive 


weeks. The names are 
to rank of production 


and towards 


listed according | 
the ! 


end of the list appear the names of 
those who have not produced during 
the past several weeks. The office has 
adopted eight weeks as a maximum of 
nonproductivity and the eighth week 
with a blank report automatically can- | 
cels the agent’s contract This plan 
was adopted Sept. 1, 1923, and thus Mr. 


McCormack has only a six months’ com- 
parison, but the improvement has been 
so marked in that short period that it 
stands out as a= striking example ot 


the value of the work. 
Had Remarkable 
When the 


Results 


system was adopted the 


agency had a large agency force, many 
of the men merely offering an occa- 
sional contract or two \iter two 
months 70 agency contracts had been 


climinated, leaving only 58 contracts im 
force, but they were active contracts, 
with well selected and well trained life 
underwriters The agency then again 
started building slowly, adding a tew 
well selected salesmen at a time and 
by Mav 1, there were 68 contracts in 
force. Though the number of agents 





icy taken by him February of this year, 
he is now a risk that could not pass for 
any kind oi insurance. He has suffered 
a stroke of paralysis, which has inca- 
pacitated him and results in his life be 
ing measured almost by months rather 
than years. This policyholder, who did 
not like life insurance solicitors and was 
not interested in life insurance, can 
thank Mr. Kingore for his now eoliies 
into the future with a certain degree of 
composure. With disability certain and 
death probable, he need not worry as to 
the future of his wife and three chil- 
dren. Under disability two health and 
accident policies will amply provide and 
in case of death a life income is assured. 


reduced, the agency has not 
had a single month since the change 
in which it has produced less than §$1,- 
new business and April was 
the leading month with $2,253,000. Only 
two months in the past two years has 
the agency gone to the $1,000,000 line. 
The results in the six months after the 
change compared with the six months 
prior are given as follows: 

Before After 
$4,484,000 $7,668,000 


Total vol. (6 mos.)... 


Average vol. per mo.. 747.000 1,278,000 
Average vol. per mo. 

DOP WAAR cccccccese 6,000 20,000 
Total number applica- 

SD. ancvadn dene ean be 1,071 1,453 
Average number ap- 

plications per man. 8 33 


Business Greatly Increased 


The total volume of 
doubled. The average 
month per man was tripled. The 
age number of applications per man 
was tripled. The average monthly vol 
ume per man increased from $6,000 to 
$20,000 and Mr. Burnett reports that 
this figure is still soaring, the April 
average of the 66 agents being $34,000 
man. It is also pointed out that 
in April every man in the agency pro 
duced. The first six months under the 
new system shows an average annual 


business 
volume 


Was 
per 
aver 


production per man of $240,000. Mr. 
Burnett states that the paid business 
shows up a little better than ~ writ 


ten and that the quality of the business 
written, and the manner in which it is 
written assures a much lower lapse ratio 
than has been experienced in the past 
The increase in the first four months 
of 1924 is 118 percent over the similar 
period of 1923, in spite of the great de 
crease in agency contracts, this being 
due to the fact that there are only high 
type professional life insurance sales 
men on the force at present. The 
weekly check and the publicity given 
to it proves that the “who's who” re 
port system pays 





Increasing the Organization 
Henry G. Wischmeyer, assistant sup 
erintendent of agencies for'the John 
Hancock Mutual Life, is on a trip through 


the central west and the Pacific Coast, 
opening a number of new agencies im 
the field. The John Hancock recently 


entered the coast territory. 


Indianapolis Life Dividend 
The Indianapolis Life has declared a 
dividend of 20 percent in addition to 


the regular dividend for the year end 
ing Nov. 1, 1924, 
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FEWER SURPLUS LINES 
BEING PASSED AROUND 


Marked Change in Conditions in 
That Respect Is Noted in 
New York City 


NET RETENTIONS HIGHER 


Tendency Seen for Companies to Get 
Closer Together in Their Prac- 
tices on Reinsurance 

NEW YORK, May 20.—In spite otf 


¢ increased number of large hie poli- 


ics being written today as compared 
ith previous years, there is a marked 
decrease in the amount of surplus busi- 


ess being passed around among the 


general agencies in New York City. 
Until recently the mere possession of 
an exclusive general agency contract in 
New York guaranteed a fair volume of 


isiness trom the surplus of the agents 


companies lf a company's 
$50,000 and the 
had $25, 
agen 

trom 


other 
lit is agent wrote 
000 surplus to place 
Much surplus bus 
the 


who do 1M 


$75.000 he 
h other cies 
sS afises 


me purcha 


StiCSS ot 


cautiou 
sers t want all 


wir eggs m one basket, and request 
nlace the in 
al companies. Different 
nati requirements 
source. Som 
cment on heavyweights lor 
nd the general agent of 
cern receives a considerabl 
cavyweight business 
panies 


the agent to surance in sev 

physical ex- 
offer another 
companies are more 
instance 
such a con- 

volume ot 
ptabl to 


not acce 


ther col 


Companies Increase Limits 
The principal reason for the reduc 
n in the amount of Re pe business 
the increased lim ot acceptance 
otfered by eastern life pn: today. 
With in the past two years practically 
every company has increased _ the 
umount that it will write on a singk 
lite Same oi these have limits of ac 
ceptance tar beyond thos« published 
One company, for instance, on an ab 
solute up to the minute standard risk 


vill write a policy $750,000 by rein 
ing with other companies W hile 
SONIC ot the lara companies will 
either give nor accept reinsurance, the 
ndency had been tor the companies t 
both The acceptance of a large 
line by a single company has advan 
tages for the agent, the company and 
he general agent and in addition has 
ecn one of the factors which has 
ded to cause a standardization of the 
ttitude of the companies on the accept- 


ot risks 
what 
ble risk is growing less 


ne ‘ Che divergence 
constitutes an accept 


all the time 


ot opm 
as to 


Advantage to Agent Evident 


The advantage to the agent or broker 

self-evident If his chent wants his 

a ll im one policy he can vo to 
favorite general and turn 

¢ application and appheant 


urance 
agent 
have 


examined and that is the end ot it Hy 

loves not have to bother with placing 

¢ business. He does not have to make 
w connections. 

Ihe reneral agent is benetited be 

sc, havi Yy won the alle fiance ot an 

nt or broker he does me have ) 

1 him away to place the business 

ewhere lf Broke Jones comes mn 

th a risk for $300,000 and wants it all 

ke policy and the general agent's 

is $200,000, he will say “Tl am 

ry, but we can only take $200,000.” 

lhe broker will then go next door and 

e th contract mn one policy He 

vill discover that the general agency 

xt door is managed by nice peopk 

| he is likely to go in there the next 

e he has a life policy to pl Act He 
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is very apt to be weaned away from —> 
his first connection. 

The company accepting reinsurance 
saves the expense of a medical examina- 
tion, and all the expense of underwrit- ; y 
ing and issuing the contract ae is plain @ A good insurance man can do well in any 
that compani¢cs with m: irked diver gence ° 
of opinion on the subject of what makes location, but he can probably do BETTER 
a good risk can not get together on a . . . . ° 
ml sete Roses Hoos "The dem: nd tor in Wisconsin: Fewer companies In the 
po ea martys a ot _ renee. ~ cag field; a high average of intelligence, a 
exchange views and to get together. I ay Z 
course the Life Presidents’ Association standard of living that is away up; a state 
and others have done a great deal to get ° . ° 
the companies to pool their experience wide system of improved highways, and a 
and agree on different hases < hit . . 
underws cing. hs po egg. sneer Plendie o permanently prosperous farming community. 
mand has emphasized this feature Com 
panies have 'Teviewed each other's ex- 
perience with the idea of reaching a 
compromise upon which a reinsu rance 
agreement can be ased In t Ss way 
there has beet in exchange ideas Nati e@eeonea i 
ind each compar has convinced the 
othe of the errs ot some ¢ ts wavs 
Phe ndency there ore is towa la nsuranceLompany 
risks Home Office, Madison, Wis. 
In tl arger com] ies it is natural “And on top of it all the op- 
that s il agreement s ld r portunity with the biggest 
reache I will have ample expe O is our agency contract.” 
ence on ca¢ kind bus ss and as 
tw lus tw ec ils they ‘ ‘ d 
tO eree wie < ure ( « 4 
gt d 
Regarded as Healthy Tendency 
[his is a very healthy tendency fron I Pp t 
he cantenien of Gates a tet nsurance romoters 
tr les ot i general agent Bac 
the old days a “dog eat dog” atti We can 
Was aTReeciy ed v 
hess | he ct at ‘ I i f 
lotr & Sick wan alten seamed —Buy the balance of your stock. 
ae eee eee cee —Put you in business at once. 
deas on u g become Resell stock back to you at same price. 
rie « LIK ree ‘ . \ 
cation that the next compeny will hav It your organization is strong and your stock 
one « it he retent t the lovalty o1 > , . , -. > ~ _ 
Pg hat wala led ag shane ie partially sold; you will be interested in our 
ecaust un r the syste! W nN ke a 
compa was leniet nother was strict Pp an 
ce thateeatiae acne th, Hardy & C 
other, causing expense and ¢ 
other, causing expense and disc min, mardy ompany 
out the same amount ot busi ° 
208 S. La Salle St., Chicago, III. 
Business Split tp Mere 
Some general agencies f port 
crease m su is line business. This is 
probably due to el i — t these EDW. G. SOURBIER CHAS. W. FOLZ 
( nies | e only rec thy pa 1 some President PUBLIC a | 
; ; line. They a st be 
aie a) cake sees ate | Age of this ea oy ngs 
¢ agent er con es AK ° ° / "e 
g their surplus lines. I ism Institution soenn diene 
os teat aoe tad he Eee vos |, $74,000,000 | 
* «hic ki l t < ess th re | 
ot getting as mucl re a g WHY? 
plhit up more than here | 
PUBLIC SAVINGS INSURANCE co. | 
ti taenene hee ee as Public Savings Building : Indianapolis, Indiana | 
trip last week. The Oklahoma ; PROTECTION FROM AGE 1 DAY TO 65 YEARS | 
ness n \ d 44 wns nner 











Seven Years of Steady Progress 


INSURANCE IN FORCE 


ae 


1917 


ee 
1919 .... 
= 
a 


1922 


ASSETS 


.$125,222.00 
129,523.00 
155,613.00 
203,600.00 
303,164.00 
404,224.00 
984,558.00 





The [nternational Life and Trust now wants a repre- 
sentative in your district. It is an old line legal reserve 


company with 


this dependable 
safety in the life insurance business. 
of a maximum degree of intelligent 
Write us at once for an agency. 


a record to be proud of. To represent 
company is to represent a pillar of 
You are assured 
co-operation. 
We have the means 


of assuring you of a successful career in the life in- 
surance business. 





1916 
1917 
1918 
1919 
1920 
1921 
1922 


$ 203,000.00 
704,500.00 
1,382,500.00 
2,973,000.00 
4,513,000.00 
5,019,000.00 
9,148,126.00 


INTERNATIONAL LIFE & TRUST COMPANY 


J. O. LAUGMAN, President 


MOLINE, ILLINOIS 


DR. ANDREW JOHNSON, Secretary and Medical Director 























{ TALKS WITH LIFE INSURANCE. MEN 





R. CHARLES E. ALBRIGHT of | 


Milwaukee, who has been for many 
years leading producer of the North- 
western Mutual Life, was asked in Chi- 
cago the other day, by a man prominent 
in finance, why he did not retire and 
also why he was not a trustee of the 
company for which he did,such an im- 
portant business. 

“One reason I have for not retiring,” 
said the doctor, “is that I would lose, 
in part at least, the advantage to me, 
personally, of contact with men of large 
affairs like yourself. Quite apart from 
any considerations of my personal busi- 
ness, 1 consider that the opportunities 
I have of meetings and discussions with 
men like yourself are of tremendous 
interest and value to me. You discuss 
business problems and_ undertakings 
with me, another does the same. I am 
thus continually gaining additional 
knowledge of ‘big business’ that places 
me in a better position, always, to meet 
those I do not now know, on common 
ground, and to talk, understandingly, 
about matters of real mutual interest. 
As one studies opportunities of this 
sort, it is impossible to ignore their ad- 








vantages and retirement would certainly | 


contract such opportunities to a degree 
that does not appeal to me at all.” 
The doctor did not give his friend the 
same answer to this question that he 
gave some one a year or so ago. On 
that occasion he said that he was “hav- 
ing such fun” in working, that retire- 
ment did not occur to him at all. And 
no one who knows him would fail to 
take this literally. His evident pleasure 
and joy in his work, his keen interest 
in it, makes the inevitable labor of his 


careful preparation work and all that 
comes after this, pleasant as well as 
profitable. 


Dr. Albright’s answer to the sugges- 
tion of his friend that he might be a 


trustee of his company was, that as one 
in the service of a mutual company, 
he could not wish to place himself in the 
position of making a contract with him- 
self. His contract is, and will be, pre- 
cisely the same contract as that held by 
any other representative of the North- 


western Mutual Life and, incidentally, | 


his business is always reported through 
the general agent of the company in 
whose territory he happens to be 
working. 


ok a 


RTHUR C. SWEENY, general 
agent of the Mutual Benefit Life at 
Kansas City, Mo., was showing one of 
his life insurance brief presentations to 


a caller the other day. It was not in 
any sense an inexpensive affair and 
when asked why it was necessary to 


spend so much money on a presentation 
of this kind, he said: 

It is never wasting 
anything well. I believe that presenta- 
tions of this sort gain a respect 
consideration which would never be 
granted to something, equally to the 
point perhaps, but bound in a_ cheap 
manila cover or even ordinary covers. 
The prospect is flattered to begin with 
because of the care taken to make a 
presentation to him bound in a leather 
cover and with his name stamped in 
cold thereon, as I frequently present it, 
and that is not a bad beginning ever. 
Farmers are human beings just as are 
men in Kansas City. If my 
presentations to farmers might some- 
times be deemed elaborate ones, they 
are justified just as much as with the 
merchant or prominent business man. 
Putting the thing another way, I think 
it is something of an insult, at least, 
to give a man a poorly typewritten, 
poorly bound brief and not good busi- 
ness from any standpoint”. 


money to do 


business 








and a} 





66 | HE time perhaps will never come,” 

says C. Hubert Anderson, agency 
manager of the Old Line Life of Lin- 
coln, Neb., “when we will not consider 
an application for an agency from an 
experienced life insurance man. But 
the time has come when we do not seek 
out these men. I am firm in the belief 
that the best material for an agency 
force this company, or any other per- 
haps, can secure is from the ranks of 
those men who are in other lines. Geta 
young man who seems a likely agency 
prospect, train him in life insurance 
work, get him started right and show 
him all the time that you are interested 
in him and trying to help him and you 
usually have a real agent. Not always 
of course but the exceptions prove the 
rule. And there is another feature of 
interest about such a force. Its mem- 
bers know no other company than the 
one with which they have grown up, 
they usually have a loyalty to, and a 
confidence in it, that makes them ‘stay- 


ers’ and deaf to proposals from other | 


companies. That is the kind of an 
agency force which every manager 
wants of course.” 

* . * 


“6 A GEN Y conventions, whether 
purely business conventions or 
with a mixture of fun and automobile 
drives in them, always mean a serious 
break in the production period of the 
men who participate,” said a veteran 
agency manager the other day. “Look 
at this weekly record of production for 
1923 You will note that there is, of 
course, a lessening of new business re- 
ceipts during the week of our agency 
meeting in July. But I also ask you to 
note the sad slackening of business for 
the period just before, and immediately 
after, the convention, It is quite evident 
that the minds of our men, just before 
the convention were, perhaps, on the 
fun of the coming outing and that, after- 
wards, they were merely trying to re- 
gain their mental balance necessary to 
get to work. No, my agents are not 
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going to have any summer outing this 
year at the expense of this company. 
Our March meeting at the home office 
was all right and | believe the men left 
that meeting strengthened, rather than 
weakened, for the work they have to do, 
But these gaps in the production of our 
men have been noted before, commented 
on and now we are acting on the con- 
clusions forced on us from a careful 
consideration of the matter.” 


- >» * 


HE live salesman at this time of the 

vear is thinking of the farmers as 
liie insurance prospects. During the 
winter it is often very difficult to reach 
them, but now that the roads are get- 
ting in better condition, real producers 
are getting an early start for this busi- 
In the spring everything looks 
bright to the farmer. He is naturally 
Soking to the future then, and the next 
logical step is to think of the more dis- 
tant future. However, in the spring he 
is more hopeful for financial success, 
and is more willing to undertake respon- 
sibilities in the payment of premiums, 
lie may not be able to make payments 
now, but it is possible to make arrange- 
ments with the local banker to carry his 
note until fall. These arrangements 
should be made before the business is 


solicited. 


ness 


* * 


NEW agency appointee of the In- 

ternational Life asked, ‘What is the 
best Way to find | The 
metl.od it advised was one of the easiest 
and quickest, and at the same time, the 
one that obtains the most permanent 
and profitable kind of business. It ad- 
him to start with his immediate 
circle of relatives and friends, and to 
gradually work out through _ their 
friends and acquaintances. This method 
an endless mass of prospects 
of the desirable type. The fact 
that the agent succeeded with the one 
who sent him gives him immediate ad- 
vantage. Persistent effort used with 
this method will vield astounding re- 


vised 


prov ides 


most 














OF NEBRASKA 


Home Office: 
Assets’ - . 


Lincoln, Nebraska 


$23,400,000.00 





Bankers Life Insurance Co., 
Lincoln, Nebr. 
Gentlemen: 


annual dividend. 


the balance of my life. 


Sioux City, lowa, March 24, 1924. 


Yours truly, 


FORTINATUS H. TOOTHMAN. 


Have just received from your agent, Mr. Ira G. Miller, 
your check No. 64137 for $1,533.78, the earnings on my policy No. 15066. He 
also handed me a $3,000.00 policy paid for life upon which I will receive an 


This was 2 $3,000.00 twenty pay life policy and I paid your company 
during the twenty years $2,628.00. [ find that the surplus which you have 
paid me in cash is within $1,094.22 of what I paid in. This amount has paid 
for my insurance not only for the twenty years passed but it also is paid for 


I want to thank you for this splendid settlement and will take pleasure 
recommending your good company to my friends. 


BANKERS LIFE INSURANCE COMPANY 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 





Residence... . 











If interested consult one of our agents or write 


Name of Insured. . .Fortinatus H. Toothman 


Amount of Policy................$3,000.00 
Total Premiums Paid....... 
SETTLEMENT 


Total cash paid to Mr. Toothman $1,533.78 
and a paid up participating policy for 
$3,000.00 


Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Nebr. 


... Sioux City, Ia. 


. 2,628.00 
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sults. By persistent effort, the Interna- 
tional Life means an average of three 
vholesome interviews daily. 

It is also highly profitable to keep 

touch with old policyholders. Just 

birthday card leads to 
plendid increases. 

+ * - 


ACOB GROB, a Cleveland agent for 
the Guardian Life, says that the two 
factors of success in selling life in- 

surance are work and conviction. The 
agent must absolutely believe that life 
msurance is the one big need of every 
man who has responsibilities. Some- 
one must pay when a man dies, and life 
msurance will provide for that 
ary payment. Some agents are afraid 
of being too persistent, and lose many 
cases because they are not persistent 
cnough, Why should not an agent be 
persistent when he knows that his com- 
modity is absolutely essential for the 
uture welfare of the family involved, 
ind that failure in just one case may 
nean disaster for that man’s family? 
* oa 


sometimes 


neces- 


HE ordinary salesman carries with 

him a sample to which he can call 
his prospect’s attention. This gives him 
nother selling force, for he is reaching 
the prospect through both hearing and 
sight. The problem of the life insur- 
ance salesman is rather more difficult 
hecause he is selling something intan- 
vible. He finds it harder to hold 
ttention, because he has nothing upon 
which the prospect can fasten his sight. 
One security salesman, who also sells 
something intangible, solved this prob- 
lem by the use of a scratch pad. Every 
ime he makes a point, he pulls out his 
scratch pad to illustrate it with a dia- 
gram or something that will appeal to 
the sight. This is an excellent plan for 
the salesman who has any ability for 
drawing and has developed a number of 
diagrams. For the man who does not 
have this ability, a scrap book of clip 
pings and illustrations that contain 
strong insurance arguments will serve 
the same purpose. 

* * 


be Mutual Life of New York offers 
a valuable suggestion on fitting a 


policy. Many agents try to fit a policy 
to the prospect, but overlook an im- 
portant point. It is really the bene 
ficiary who should be fitted, for the 


paramount 
who knows 
able to 
find 


beneficiary is the person ot 
importance. The salesman 
enough of the beneficiary to be 
fit her with the policy will usually 
t easier to fit the prospect 

* 


*¢ Y company has a proud record 
for economy and regard ior the 
interests of policyholders on all occa- 
said a prominent Chicago gen- 
day, “but I am 
possible some- 
thing My 


wanted some ad 


” 
sions, 


eral agent the 
wondering if it 
times to overdo a 
examiner the other day 
ditional containers for specimens neces- 
sary to go to the home office and we 
had none on hand. I asked my office 
manager why we had not put in a 
requisition for a supply ahead of our 
needs and he threw up his hands. He 
told me that he had again and again 
asked for containers and that his re 
auests had been ignored. He said that 
nally we had informed that the 
office would receive a limited 
supply each month, an num 
ber, regardless of our needs 
examiner is a high grade man, 
tor a number of companies other than 
v own and I can't go to him and ask 
him what in heck he has done with tl 
ntainers given him. Unless my com 
iny changes its policy about 
other similar things, | 


other 
is not 
good 


bee nN 
certain 

arbitrary 
Now my 


; 
worKmnsg 


number of 


hall have to go on, as usual, and dig 
down myself for the containers he 
ants, must have, and really should 
ve Let me tell you that the sum 
tal of the amount I have to spend 


supplic s’ is no 


ch vear for 


‘medical 
ean figure. But 


this is not a fair 


tem of home office expense, one that 
- a4 7 = , 
e general agent should not be obliged 

pay, then I do not know a fair item 


hen I see it 


each ot these men. 


ILLIAM M. HOUZE, general 

agent of the John Hancock Mutual 
Life at Albany, has worked out a suc- 
cessful plan for following up lapsed pol- 
cies, 

He has sent each one oi his represen- 
tatives a letter, telling him how he can 
increase his sales by seeing lapsed pol- 
icvholders, and states that he can se- 
cure a list of such policyholders tor his 
territory by writing to the office 


rhe value of this plan is evident. 


These policvholders must have been 
convinced the value of life insurance 
at one time or they would not have 


bought it in the first place. Some agent 
at some time had won their approval. It 
would seem then that there is already 
a foundation upon which the agent can 
build. The task before him is to ana- 
lyvze the lapse, to ascertain its true cause. 
It may be that it did not meet the in 
surance needs, or the amount may not 
have been suited to his income, or there 
may have been some misunderstanding. 
A review will usually suggest the 
proper treatment of the Knowl- 
edge of the facts in each case will make 
this a list of promising prospects. 


cast 


* * 


LIVER O. LAUGHLIN, an agent 

of the John Hancock Mutual Lite, 
has worked out a plan tor increasing 
the amount of. insurance which he sells 
to his prospects. He quotes amounts of 
insurance divisible by three, as $3,000 
or $15,000, and when the prospect has 
decided upon the amount, he writes 
three policies, each for one-third of the 


total amount By providing term in- 
surance for one month on one policy, 
and for two months on another, and by 


quarterly payment on 
pav- 


arranging ior 
each pohcy, he 
ments on the total amount for the pros- 
pect. He shows the prospect how to 
set aside this amount from his pay 
check each month, and thus sell a larger 
amount than if he tried to sell it on the 
quarterly or the semi-annual basts 


provide oe onthly 


* 


WELL known actuary 

a set of the Journal ot the Institute 
of Actuaries, volumes 17 to 52 inclusive. 
Thev are all bound and in first 
condition. The owner will sell them at 
a reas¢ nable price. Here is an oppor- 
tunity for a company to add to its 
library this invaluable collecton of life 
insurance material. The editor of Tue 
NATIONAL UNDERWRITER will be glad to 
forward to the owner any offers or 


¢ 


inquiries concerning this set 


has tor sale 


’ 
ciass 


Agent's Wife Wins Prize 
The Western 


States Life recently 


made an offer of $10 cash prize tor the 
best new idea submitted in April A 
large number of replies were received 


but the winning letter was anonymous, 
simply being signed as “Wite of a 
Western States man.” The letter read 
as tollows 

“In recent issues I have been inter 
ested in the remarks of wives of West- 
ern States Life men, and have been wish- 
ing that in some way | might assist my 
husband, who has so recently joined 
the ranks of the life insurance fratern- 
itv. I have often heard him comment 
on the difficulty of obtaining interviews 
and, in view of the fact that in the 
home we are solicited daily by numer- 
ous agents, selling everything 
brushes to automobiles, | have taken 
it upon myself to inquire as to the 
amount of life insurance carried by 
Within the last two 
months | been able to 
two of these agents to the extent that 
both of them have made application for 
insurance in our company.” 


ter- 


interest 


hav e 


Appleton to Continue 


Henry D 


first deputy 


Appleton will continue as 
superintendent of insurance 

the New York department at the re 
quest ot James \. Beha, 
superintendent on July 1. Mr. Appleton 
with the department for 41 
generally 


supervising ofhcials 


who becomes 


has been 
recognized as 


and is 
dean among the 
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Over 134 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts ia 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan. 1, 1994 Jan. 1, 1924 


Assets .... . & 7,804,230 § 40,113,271 
Policies in Force... 503,302 1,552,803 
Insurance im Force 73,455,636 351,149,585 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 




















Safety, Service and Stability 


ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 


SAFETY—Guaranteed by careful selection of risks and investments. 
SERVICE—Provided by an efficient and progressive organization. 
STABILITY—Assured by conservative business policies. 


Home Office: 


Founded: 1867 Des Moines 





Insurance In Force Over $350,000,000 


For information concerning contracts: Address Agency Department 








WINNIPEG’S 


New — First Class — Downtown and Leading Hotel 


Che Marlborough 


240 Rooms — 220 Baths— Sample Rooms 


Within three minutes of all Insurance Offices and Agencies 
and Center of 
Financial, Wholesale, Shopping and Theater District. 


R. H. Webb, Manager 











1905 1924 


Mutual Trust 
Life Insurance Company 


Insurance in Force (Dec. 31, 1923). .$88,442,000.00 
en I RN on us ci cee abinebnebenabenue 10,941,045.07 
Policy Reserves - . ane et tae ae ea lah 9,439,248.00 
Dividends left on Deposit (drawing 5% interest) bedeveues 226,337.68 
St 2 EE iGbucsasnd kachcdendacede nd eeeanead beckieenct 192,804.53 
Surplus 
| Assigned $432,944.32 
) Unassigned 649,710.54 
—-- 1,082,654.86 








$10,941,045.07 


For attractive agency openings in our growing organization, address: 


Home Office—Chicago Temple Bldg., 77 W. Washington St., 
Chicago, Illinois 
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“Station P-M-L-I-C” 


hy, ene is swinging along at the most aggressive pace 
in the Company's history. 

Here’s what our representatives have: 

The priceless asset of a nationally-known name—we are 
seventy-seven years old. 

Policy contracts sufficing for every need. 

Topnotch service. 

Advantageous net cost. 

Advertising material that “pulls.” 

Regional Conventions that are schools of salesmanship. 

Genuine fraternity between Home Office and Field—we 
have neither taskmasters nor slaves. 

These are ingredients in our recipe for Field success. We 
welcome men and women who value them. 

Ask any Penn Mutvat representative ! 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 

















_ Acacia Mutual Life Association 


A Mutual, Old Line, Legal Reserve Life Insurance Company 






We issue all Standard ic of Old Line Legal Reserve Policies to 
Master Masons on'y, at net cost 

— x, To Agents who are Master Masons we offer: 

jp} Liberal First Year Commissions Continuous Renewals—thus insuring an 

lacome for life to permanent Acacia Agents —Real Home Office Cooperation 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 








THE EUREKA LIFE 
INSURANCE COMPANY 


OF BALTIMORE 
ANNOUNCES 


the purchase of and consolidation with the Mary 
land Assurance Corporation. The combination of 
these two well established life insurance companies 
will make an institution with assets in excess of 
Two and one-half millions of dollars, exclusive of 
the $500,000 of capital stock of the Maryland Assur- 
ance Corporation, and a volume of Insurance in 
l‘orce in excess of Thirty-seven millions of dollars, 
and with over 131,000 policyholders. 


Eureka Life Insurance Company 


Established 1882 John C. Maginnis, President 


Maryland Assurance Corporation 
OF BALTIMORE 


John C. Maginnis, President J. Barry Mahool, Vice-President 
Chas. O. Hall, Secretary 
DIRECTORS 
John C. Maginnis 
F. Highlands Burns Edward Plummer 
William H. Fehsenfeld A. W. Meers 
Charles O. Hall J. Barry Mahool 








Jacob S. New Joshua N. Warfield, Jr. 
National Produce 
Underwriter Want Ads Results 


One Inch, One Column wide, one time, $5.00 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins. Each. 


Phone Wabash 2704 CAGO 














+¢ Complete Data Given i in 
| Diamond Life Bulletins 


Pe an example of the up-to-date ser- 

vice of the Diamond Life Bulletins, 
published at the Cincinnati office of THe 
NATIONAL UNDERWRITER, the May supple- 
mentary bulletin pages are cited. In 
this last issue are found the new divi- 
dend schedules of the Union Central 
Life. present scale, payable in 1925, at 
every age (unless otherwise noted) for 
the tollowing forms of contracts and 
for 20 years: Ordinary life, 30 pay 
lite, 20 pay life, 20 vear endowment, en- 
dowment at 65, business protection pol- 
icy, endowment at 85. Also the results 
ot dividends accumulated to make poli- 
cies paid up, showing number of years 
to make them paid up. 


Gives Complete Showing 


For the State Mutual of Massachu- 
another complete showing, for 15 
vears, is made Complete figures are 
given on the following: Ordinary life, 
10 pay lite, 15 pay lite, 20 pay life, 25 
pay lite, 30 pay lite, 30 year endowment, 
25 year endowment, 20 vear endowment, 
15 year endowment, 10 year endow- 
ment, 15 year term, 20 pay 30 year en- 
dowment, endowment at 60, endowment 
at 65. 

Dividends Left te 


sctts 


Accumulate 


\ schedule is also given showing 
State Mutual figures illustrating the re- 
sults of dividends left to accumulate for 
the purpose of making policies paid up 
on many policy forms, showing paid up, 
cash and endowment values, years and 
amount 

Prompt Service Rendered 


lhe prompt service of the Diamond 
Life bulletins once got them = into 
trouble with a company reported on. 
Advance information was given the ed- 
itor relative to a new dividend schedule 
with a certain release date named. The 
company intended to get the informa- 
tion out to its agents on or before the 
date mentioned but unfortunately there 
was a fire in its printing establishment 
and publication by the company was 
delayed. Not having had any advices 
to the contrary, the 


Diamond Life Bul- 
letin service supplement next month ad- 
vised agents of that company about 
the new figures of their own company 
before the home office had advised them 
direct. It required some explanations 
of course, but one fact seemed certain, 
there was no delay in the Diamond Life 
Bulletin service. 


Coast Agencies Going Strong 

Pacific Coast agencies of the Bankers 
Life of Des Moines are showing excep- 
tional progress this vear, indicating 
prosperous conditions on the west coast. 
C, A. Cohen’s Seattle agency ranks well 
ihead of the very good record it made 
last vear and was 11th among all the 
agencies of the Bankers Life for April 
with a production of $334,000. 

The San Francisco and Los Angeles 


agencies have not been adversely af- 


fected by the quarantine due to the 
hoof and mouth disease. Both ranked 
among the leading ten for April. C. A. 


Reed's Los Angeles agency ranked sec- 
ond with $774,000 and Andy Smith's 
San Francisco agency was seventh with 
$400,500. 


International Going Strong 


The International Life men have been 
going strong since the advent. of 
Grantges Month (May) and promise to 
break the company’s record of $7,660,000 
made in May, 1923, which also was 
Grantges month. June has been des- 
ignated Paisley month and September 
Whitfield month for the International 
Life, which will give the field men an 
opportunity to pay tribute to their new 
company executives. The Standard Life. 


controlled by the same interests, previ- 
' ously had set June aside as Paisley 
month and September as Whitfield 


month, and it will be interesting to see 
which company gives the best response. 


Best Books Selected b " 


Life Insurance Officials 


SHORT time ago L. M. Boomer, 
A manager of the McAlpin Hotel 

in New York City, got in touch 
with a number of the leading life in- 
surance executives of the country in an 
effort to get from them the names ot 
the basic life insurance books to be in- 
cluded in the business library of the 
McAlpin Hotel. Mr. Boomer asked 
the iollowing executives to compile lists 


of the most necessary books for hin 
Haley Fiske, pre sident Me tropoli tan 
Liie o Cc - l. }. Moore, vice -pre sident 
Pacific Mutual; William M. McClench, 


president Massachusetts Mutual; James 
M. Hudnut, junior secretary New York 
Life: Crawford H. Ellis, president Pan 
American Life; Andrew E. Tuck, assis- 
tant secretary, Equitable ot New York: 
Walton |... Crocker, president John 
Hancock; Everett M. Ensign, executive 
secretary National Association of Life 
Underwriters: Willard I. Hamilton, sec- 
ond vice-president and secretary, Pru 
dential, and Winslow’ Russell, vice- 
president Phoenix Mutual. 

The selections made by 
insurance officials are interesting to field 
workers who are desirous of reading 
the best life insurance literature. 


Mr. Fiske chose: 


these life 


Insurance Principles 
and Practice, Reigel & Loman. Princi- 
ples of Insurance, Gephart. Life Insur- 
ance: a Text Book, Huebner. Insurance 
\gainst Unemployment, Cohen. Yale 
Readings in Insurance, Zartman. Mor- 
tality Statistics of Insured Wage-Earn- 
Their Families, Dublin. Life 
Assurance Explained, Schooling The 
tusiness of Life Insurance, Dawson 
Yale Insurance Lectures, Life. Life, Ac- 
cident and Health Insurance, Metropoli- 
tan Life Press, 

Mr. MeClench chose Life Assurance 
Primer, Moir. What Life Insurance Is 
and What It Alexander, Princi- 
pals of Insurance (Vol 1), Gephart 
Modern Insurance Problems, Yale Read- 
ing in Insurance Problems Yale Read- 
ings in Insurance, Zartman & Price. The 
Law of Insurance, Joyce. 

Mr. Hudnut chose: Semi-Centennial 
History of the New York Life Studies 
in Practical Life Insurance. Principles 
of Insurance (Life), W. F. Gephart. Life 
Insurance, a Text Book, Huebner. Yale 
Readings in Insurance (Life), Zartman. 
The Principles in Life Insurance. Metro- 
politan Life. Easy Lessons in Life In- 
Principles of Life 


ers and 


Does, 


surance, Jackson, 
Insurance, Alexander Life Assurance 
Primer, Moir. Social Insurance, Rude- 
now. 

Mr. Crocker chose: Notes on Life In- 


surance. Fackler. Life Insurance Primer, 
Moir. Yale Readings in Insurance, Life 
Edition, Zartman,. Romance of Life In- 
surance, Graham Insurance, Science 
and KEeonomics, Hoffman. Life Insur- 
ance, Huebner Principles and Practice, 
Spectator Company. The Business of 
Life Insurance, Dunham. Principles of 
Insurance (Vol, I, Life), Gephart. What 
Life Insurance Is and What it Does 
Alexander 

Mr. Russell 
Company, Alexander. 
ance Is and Does, Alexander. Romance 
of Life Insurance, Huebner. House of 
Protection, Lovelace. Selling Life In- 
surance, Stevenson. Psychology of Sell- 
ing Life Insurance, Invest- 
ments of Life Insurance 
Zartman. Yale Readings in Insurance 
Life Insurance, Zartman & Price Sci- 
ence and Art of Writing Life Insurance 


chose: Life Insurance 
What Life Insur- 


Strong 
Companies, 


Young. 


Names of Companies Mixed 


In connection with the annual state 
ments published in the Little Gem Life 
Chart, it is stated that the Great North- 
ern of Chicago was to be reinsured by 
the Occidental Life, Cal., May 1, 1924 
his is an unfortunate mistake. It re 
fers to the Great Northern of Grand 
Forks, N. D. The Great Northern Life 
of Chicago is a flourishing and highly 

institution, prepared to ab 
sorb a company or two itself. 


successful 
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PUSHING ELIMINATION 


URGES THE WAITING PERIOD 


Aetna Life Advises Its Agents to Ad- 
vise This Plan in Writing 
Health Insurance 


\RTFORD, CONN., May 20.—The 
Aetna Life is redoubling its efforts to 
ite waiting period health insurance. 
\ letter has gone out to managers and 
nts throughout the country over the 
signature of Vice-President W. L. Moo- 
ev urging the writing of the two weeks 
limination policy, and giving some spe- 
examples to show how it frequently 
orks out to the advantage of the as- 
sured to carry this protection, 
an interview Logan Bidle, superin- 
tendent of the accident and _ health 
rtment, gave some interesting com- 
nt, showing why the Aetna Lite peo- 
are so thoroughly convinced that 
waiting period is fundamentally 
sound from the standpoint of the pub 
s well as that of the underwriter 


Plan Used Elsewhere 


1¢ inclusion of the waiting period 
in workmen’s compensation laws, 
group insurance plans, and in mutual 
efit associations universally, proves 
the idea is one which commends 
itself to others than underwriters in 
rking out disability insurance plans. 
Wherever compensation laws have been 
icted it has been found advisable to 
vide a waiting period. Most signifi 
is the fact that wherever workmen 
get together, even without expert ad 
e, to form mutual benefit associations, 
they have agreed that it is not worth 
cost, to provide benefits for the first 
veck of disability. 


Says Commercial Health Is Failure 


Commercial health insurance as it has 
cen written is a failure, it is declared 
While the most liberal forms may have 
L n claim satisfaction, the cost 1s 
greatly beyond the value obtained. Thus 
health insurance is out of reach of the 
great multitude of those risks which 

id naturally be sought by the com 
ercial companies. The man earning 
etween $1,500 and $5,000 a year cannot 
flord sufficient health insurance under 

present rates. The big value coming 

om the waiting period plan is that it 
puts health insurance within reach of 
bie many. 


Pian Recommended by Agents 


his reason particularly appealed t« 
he fire and casualty agents, both the 
vational Association of Insurance 
\gents and the National Association of 
Casualty & Surety Agents having rec- 

mended it through committees, be- 

use of this, and as well because of the 
elimination of the multitude of small 
ims 
\ir. Mooney’s letter gave the follow- 
claim examples: 
xample 1 Type of claim Sickness 
Ilvine abdominal operation and four 
ks’ hespital confinement Rates for 
th insurance only 

Simplex (One Day and Up) 

‘ 


Annual premium.....ccscess .$90 

Weekly Indemnity........... 50 
r weeks at $50.... $200 
Operation fee .... sake 200 
Nur STOO en cccescecssces 100 
ésneeweves $500 

Definite Policy 

(Tw Weeks’ Waiting Period) 

remium.. ‘ : $90 

\ Iv Indemnity , 7h 
I weeks’ disability , S500 
peration fee ; , 00 
x fee — ‘ oss 150 
, $750 

twe weeks indemnity and 
se’s fe« 2295 
unt paid . _ : $525 


* * 


xample 2 Type of Claim Sickness 


consecutive weekly production idea, 


LIFE INSURANCE 
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causing 10 weeks’ disability, with no 





nurses or operation fee, such as typhoid 
Simplex Policy (One Day and Up) 


10 weeks at $50 per week $500 
Definite Policy 
(Two weeks waiting Period)) 
10 weeks at $75 per week... $750 
Less two weeks... : 150 
Amount payable... : $600 


Difference in Cost 


“Suppose a prospect with an income 
of $60 a week,” said the letter, “were 
considering a health policy that would 
provide $25 weekly indemnity at an an- 
nual health premium of $45. He could 
buy that indemnity on a waiting period 
policy for only $30. If he bought the 
first policy, he would be paying $15 for 
an insurance value of $50. Would you 
consider it good judgment to pay 30 per- 
cent of the value of an article to in- 
sure it? 

Would it not be better to suggest that 
he pay $48 and secure $40 per week in- 
demnity He would then have an 
amount of health insurance properly 
proportioned to his weekly income, at 
a premium he can afford to pay.” 

Want Protection for Long Hines 


Mr. Bidle put this in another way. 
He said, “Suppose an insurance com- 
pany would put out a policy 
indemnity for two weeks « 


providing 
ny Che 
for each $25 of weekly health indem 
nity. How many policies would be sold? 





HAVE YOU 
CREATED A “BARRIER” 
TO FUTURE SALES? 


How many applicants have you had rejected as unfit! 
Each of these rejected applicants, simply because he prizes 
life insurance all the more highly through being rejected, 


is a “Barrier” 
own defects, 


to your future sales. 


For, to conceal his 
ridicules the idea of insurance to his 


friends, thereby injuring your solicitation. 


Why make your soliciting harder? 


Medical Life has a 


policy for these impaired prospects—a very liberal policy 
at attractive rates. Add Medical Life’s unusual facilities— 
Standard, Sub-standard and Child’s Endowment policies 


to your sales 
pay returns. 


equipment. 


Make all of your sales efforts 


Detailed information about this money-making agency 
proposition forwarded upon request. 


Sd 


” 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 


WATERLOO 


I. G. LONDERGAN 
Vice Pres. & Gen’! Mgr. 


IOWA 


E. E. BROWN 


Agency Supervisor 

















Not many People want protection for 
long periods of illness. When the one 
day and up coverage is sold, a two 


weeks’ policy is being paid for in addi- 
tion to the insurance for long periods of 


Linnie 
Advise the Two Weeks Period 


Some of the advocates of the waiting 
period plan have sold this coverage fot 
many different periods of elimination 
The \etma Life 1s sticking close to the 
two week plan It was decided that for 
commercial risks, this period about 
filled the need of the majority It was 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT ~“e MONTHLY INCOME INSURANCE 


Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. 





Write Columbus: 








} 
felt advisable to write it all on the one 





period because the plan is somewhat of f 
in experiment. In order to obtain ex 

perience figures, of any value, a large 
number of cases written on the same 


form are necessary 


Something That Every _ 
Life-Man Should Have 


OMPANIES that are operating 
along modern lines are leaving 


nothing to chance these days 
Phey are not outlining to their men hit 
or miss sales selling programs. Prac- 


tically every life company that has given 
any study to the matter is particular 
to send out to its field representatives 
a definite, workable, clear-cut plan for 
selling life insurance. The Mutual Bene- 
t. for instance, in giving some sugeg 
tions to its rate book carriers offers this 
very sensible plan to meet present sales 
conditions: 


ves- 


He should have a general knowledges 
of the life insurance business 

\ specific knowledge of the Mutual 
Benefit 

\ sincere belief in the institution of 
life insurance and what life insur 
will do for men and women 

A zeal for its proper advancement in 
his territory 

\ simple and progressive method of 
prospecting that will keep him out of 
the office, face to face with people who 
buy 

\ simple and concise method of sizing 
up prospects and preparing concrete 
propositions for them 

\ definite daily program of work that 
will guarantee at least three full inter- 
Views a day. 

\ program for securing prepayments 
in order that the fruits of his efforts 
may be conserved to the utmost 

A belief in and subscription to the 








Insurance Co. 


HARRY L. SEAY, President 


Insurance In Force 


$75,000,000 


Admitted Assets 


$8,330,000 


The latest in approved policy forms. 


Disability Annuity Benefits with first payment 
IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 


Advantageous agency contracts open to men of 
ability and integrity. Previous insurance experience 


not essential. 


CLARENCE E. LINZ 


Vice-President and Treasurer, in Charge of Agents 


PHILIP N. THEVENET 
Vice-President and Secretary 


DALLAS, TEXAS 


Southland Life 


PAUL V. MONTGOMERY 


Vice-President and Actuary 
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Value of Strategy in the Meeting of 
Objections Shown by C. J. Rockwell in 


Tennessee Sales Congress Address 


HE following discussion of objec- 
tions, what they signify and how 


to handle them, was given by 
Charles J. Rockwell, director of the di- 
vision of life insurance salesmanship, 


University of Pittsburgh, speaking be- 
fore the sales congress of the Tennessee 
Life Underwriters’ Association in Nash- 
ville wen week: 

“There is a 
whether the customary 


mind 
view- 


question in my 
way of 


ing the whole subject of objections is 
not incorrect and unfair and actually 
harmful to the sale process, in that the 


mental attitude with which it is ap- 
proached is one of combativeness which 
is certainly not conducive to establish- 
ing a co-operative discussion. As a re- 
sult of this mental attitude the type of 
answer usually made by the salesman— 





ROCKWELL, 


CHAS, J. 


demolishing the objection—is apt 
ause a reaction of mortification, 
or stubbornness. 


while 
to ‘ 
anger 


Term, “Meeting Objections” 
Is Unfortunate One 


“There 1s even less doubt in my 
that the very term itself (“meeting 
jections”) is an unfortunate one be- 
cause it tends to the creation of the 
above harmful mental attitude and sug 
gests conflict instead of harmony—dom- 
ination instead of co-operation. In this 
irame of mind we hastily impute mo 
tives to the prospect which he never 
experienced, force him to defend state- 
ments which are often merely expedi- 
ents born from habit and which do not 
express his actual feelings at all. 

“Regardless of how they mav_ be 
stated, as to subject matter, objections 


ob 


are merely the prospect's resistance to 
ertain appeals made by word or ac- 
tion. His motive is to defend himself 


do this he 
obstacles 


against 


interposes 


these appeals and to 
either pretexts or 


Whether these are, in a given instance, 
real or simply excuses, is difficult to 
decide and, as we shall probably dis- 
cover, immaterial to our procedure in 
dealing with them. The stage the inter- 
view has reached when the objection 
occurs is of more help in determing 
vhat attention it should have. 


Should First Eliminate 

Cause for Resistance 

“Recognizing objections as resistance, 
logical thing to do is to neutralize, 


even to the extent of eliminating, 


the | 





causes for any resistance. Objections 
are but symptoms, due to underlying 
causes; if the cause is removed the symp- 


tom disappears with it, The underlying 
causes of resistance to an appeal are 
ignorance of the sort or degree of value 
it holds for us and reluctance to perform 
the suggested act. 

“Ignorance is of two kinds, requiring 
different treatment; I may be entirely 
ignorant of the general benefits which 
a certain device or service can confer, 
or I may be merely unable, from what I 
already know of it, to apply these known 
benefits to my existing plans or situa- 


tion. In either case my ignorance can 
only be overcome by supplying me with 
the essential information. Does it not 
appear that objections (whatever form 
they may take) at the opening of an 
interview must be due to ignorance and 


that the appeal instead of being merely 


a plea for tolerance should be one re- 
sulting from the offer of a benefit ot 
unknown nature but of definite value 


because it attaches to an existent inter- 
est? The inclination to resist receiving 
information of this sort will naturally 
be weak or entirely overcome. 


Three Chief Types of 
Objections Are Encountered 


to undertake a suggested 
due to a variety ot 
-chiefly these 
sacrifice to be 
over 
are con- 
the bene 
vivid and 


“Reluctance 
procedure miay be 
contributory influences 
are habits of indecision, a 
made, or certain difficulties to be 
come, The first and 
trolled by the feelings and, it 
fit promised is sufticiently 
allied to an active interest, reluctance 
due to any reluctance of this sort ts 
minimized and disappears. Actual ob- 
removed by a co opera- 


se ‘cond 


stacles must be 


tive discussion, but this certainly cannot 
be had if the situation is one, of attack 
and defense. 

| “From experience we find that we | 
have but three types of objections to 


| buying life insurance: inability to buy | 
| it: no appreciation of its specilic value, 
and competing devices Of the tirst 


mind | 


| 


| 


and second we have spoken, and will say 


more; but the third yet remains as one 
form ot resistance, This takes two 
forms, competition between things to 
he done—as when I endeavor to urge 
upon a prospect the idea of insuring 
to assure his firm ready cash in the 
event of his death when he has undet 


consideration other plans within the or- 
vanization—or it may be competition 
between two methods ot doing the same 
things, “I can more profitably by 
putting my moneys into bonds.’ 
Phe general principles govern our 
procedure with all three types Only 
the tactors employed differ. 


SAV ¢ 
good 


Salile 


Uses Term “Neutralizing 


ficulties. Let us then follow through a 
typical interview. 

“At the very outset resistance in some 
form may be expected to manifest itself. 
We will arbitrarily assume that the 
cause of it is largely ignorance, perhaps 
coupled with an effort to evade any in- 
terview. The exact type of objection 
so far as its wording is concerned does 
not matter. The resistance at this 
stage is not an objection to buying life 
insurance but is merely an objection to 
being interviewed and is a problem of 
the approach. ‘This can be easily over- 
come by establishing first a cordial so- 
cial contact through our own personal- 
itv, or through associations recalled to 
the prospect’s mind. 


Should Cautiously Lead 
to Insurance Presentation 


“Naturally the subject of life insur 
ance is constantly uppermost in thought, 
but its actual introduction for discus 
sion should be preceded by a brief prep 
aration of his mind for the idea. An in- 
quiry to his intentions regarding one oi 
his interests, or a direct reference to a 
problem attaching to one of his known 
sever ng followed by a statement that 
if your premises are correct you have 
assistance to offer, secures a willingness 
to hear what this may be. Further re- 





suggested or decision invited. This wil! 
be due to reluctance and be of the typ 


relating to the sacrifice or amount oj 
premium. Of course, if he has not buy- 
ing power, either money or a source 
trom which he can get it, no salesmar 
can sell him, and if his buying power 
has limits, the plan must be brought 
within these limits But even if we 
are within his possibilities he will be 
more or less reluctant to go forward 


and expresses this in objections that the 
amount involved is impossible or out 
of proportion to the benefit. 
“Remembering that value is always 
relative we may use two standards by 
which to measure it. As before we 
may the need, along-side of whic! 
the sacrifice looks smé all. Since the sac- 
rifice (premium) is a fixed item, beyond 
to lower, we should empha- 


usc 


our power 
size the benefits it secures him and the 
difficulties it removes, which loom then 
all out of proportion to the cost whi 
assures them. 

“It is bevond 
lower the price, 
appear smaller by 


our power to actually 
but we can make it 
comparisons properly 


made. Suppose we were to compare the 
premium with some large unit of pur- 
chase which he constantly uses in his 
own affairs, as to say to a shoc mer- 
chant “This is only one box of shoes,” 
ete. By comparison it looks smaller 
than it did, standing alone. Or suppose 
we were to compare it with some iten 


| which he daily spends without a thought. 


fas to sav 


sistance is removable by a suggestion 
that, unti! he knows more about your 
service, he can hardly judge or decide | 

his own best interests. 

“No matter how earnestly we have 
striven to link our service closely to 
his interests, we may expect later re- 


sistance (expressed in a_ variety of 


phrases but all suggesting that he sees 
no reason why he should seek more 
life insurance). He has not as yet made 


sulhicient or successful effort to associate 
the benefits with his previous ideas. It 


does not appear to be worth anything 
to him Value is a relative thing—a 
thing is large, small, important, etc., 
along-side of some other thing whose 
dimensions are known to me. Along- 
side of his need my life insurance plan | 
does not appear of sufficient value. Two 
alternatives are offered to the salesman 


to improve his apprecia- 
the merits of my plan, as such, 
so that he will want it for its own self 

or to undertake to improve his appre- 
the problems attaching to his 
and which | have shown him 
solve,—so that opinion of the 

the solution is raised because 
realization of the greatness of 
solved by it. 


to undertake 


tion oft 


ciation of 
Situation, 
| can 
value ot 
ot his 

the problem 


his 


Suggests Talking of 
Operation for His Benefit 


‘The easier of the two, since both 
bring about the same result, is the one 
I should choos Hence, I abandon my 
efforts to talk the media of service and 
concentrate upon invoking images of, 
first, the service in operation for his 
benefit, and second, by conerete cases 


| of where his problem has occurred and | 
where it was, and was not, solved and 
what the consequences wer¢ Happt- 


Resistance” for This Process 

‘The question is vet unanswered. 
‘What is to be done about it when it 
appears?’ But two things can be done 
to neutralize resistance, which is my | 
favorite way of saying ‘meet the ob- 
jection.” The first thing to do 1s to 
make it difficult for the resistance to 


form and the second is, 
after this, as it inevitably will, to have 
so arranged in advance that it shall be 
weak or perfunctory, or frank and con- 
fiding, permitting of sympathetic hand 
ling. 

“Unquestionably — the 
method of approaching a problem in- 
volving performance is to study that 
problem in its natural setting and not 
merely as a detached manifestation of 
human nature. Academic theorizing 
does not adequately solve practical dif 


only proper 


when it appears | 


ness, comfort and satisfaction contrasted 
with pain, disaster and distress, in in- 
stances once similar to his own 
‘At some point in the interview 
expect to be confronted by a _ prefer 
ence for a competing device In all 
competition initiated by the prospect, 
whether between purposes, methods or 


we 


even companies, the cardinal principle 
governing our behavior is the same: 
admit all the good he claims for his 
preference; use it as a fixed standard to 
measure your own plan: and show the 
points of advantage which appeal to 


satisfaction, 
your 


comfort. 
simplicity of 


the 
and 


—_ selfishly, 
ase, certainty 
de vice 
sv this 
a, a certain 


time our interview should 
atmosphere of friendli 
ness and somewhat of a momentum of 
feeling, but in any event more resistance 
will present itself whenever action is 


“This is only one package of 
Does the 20 cents 
We 


cigarettes per dav’ 
per day or the $72 look the larger? 


might, indeed. compare the benefit it- 
self (stressed) with the cost (weak- 
ened) and sav “An income of $1,200 
per vear for 81.75 per day.” 

“Very often reluctance to buy is due 
to our efforts to induce men to violate 
their well established buying habits. We 


accustom ourselves to buying things in 
certain units or denominations. Tf I 
have always bought life insurance in 
£5,000 denominations the premium on a 
providing $100 per month looks 
when compared with 1 

Again a comparisot 


policy 
verv large 


usual premiums 
here with some other form of purchase 
than life insurance will overcome this 


impression of great size. We should 
endeavor to ascertain the prospect's 
usual unit of life insurance consider: 
tion and forestall the resistance by get- 
ting the new and old premiums in fav 
orable relationship to each other 


| Should Quote in Terms 


of Prospect’s Income 


lso of assistance in eliminating 


It isa 


resistance based upon the premium t 
give and discuss the premium in the 
same denominations in which the pros- 
pect acquires his income—whether 
daily, weekly or monthly. An annual 
premium of $500 looms appallingly large 
to a man who thinks in terms of $100 
per week It is difficult to make him 
think in terms of an income of $5,200 


and compare the premium with 
attempt to force him t 
abit. Rather than for 


per year 
that—it is an 


violate a fixed h 


|} a change in the consideration of an es 
tablished idea let us reduce the new 
idea to the same terms as the estal 
lished idea 

“Time, space and modesty forbid 2 


ing examples of every process suggest 


nor would it be wise to attempt the 
exact procedure of another salesmat 
Your own methods, based upon sound 
principles and evolved from your own 
experience, are safer and will be moré 
successful. But I am hopeful that my 
views thus briefly presented will win 
for me your approval of my confidence, 


from long personal selling experi 
ence, that while we take pride in being 
quick with readv repartee in handling 
resistance, it n busi- 


born 


a happier | 
ness relationship to neutralize resistance 
by avoiding or removing its causes 


akes tor 
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Details of P lan Wodked Out to Comaseve 


LIFE 


Estate of a Client and the Part That 
Life Insurance Played in Enterprise 


EW phrases are coming into vogue, 
N in the profession of lite insurance; 
new ideas and methods are being 
inced new fields being opened. Some- 
es maybe these phrases, ideas and 
thods, the fields, seem very vague. 
it all may sound like “big talk.” while 
salesman settles down to his old 
ob of selling policies that will provide 
ncome for the family when the wage 
irner dies. 


New Plans Are Used in a 
Very Practical Way 


jut these “new fangled” ideas are 
ague nor fanciful. They are in- 
y practical. The schools of insur- 
are actually turning out men who 

handle fairly good sized cases in- 
telligently, who can give real service to 
ients, who can extend the service of 
fe insurance beyond the mere provision 
gainst the family hazards due to a 
death. 

\n incident of selling occurred re- 
eutly that illustrates the new approach 
to the giving of service from “the in- 
stitution of life insurance.” This inci- 
the more illuminative, since a 
ireful program had been prepared for 


\ 
] 


aent 18 


e client, and this program was 
pted entirely. It met the case ex- 

tly because the insurance men work- 

t I tl k 


¢ on it had studied his entire financial 
situation, the conditions in his family, 
nd the ambitions of the client and his 
family for the estate. 
How the Method Elicited 

a Large Insurance Policy 

But perhaps the most sensational fea- 
the whole incident had to do 
with the amount of the policies finally 
ritten. 

The life insurance 


ture of 


man who had made 





} ing children by 


the first developments on the case, had 
realized that the client had need of life 
insurance; and he made the guess that 
a $50,000 policy would be about right. 
When the was studied, however, 
trom the angle of extending all possible 
ways “services of the institution of life 
insurance,” policies totaling $1,000,000 


case 


were suggested—and_ gratefully  ac- 
cepted 
The case was raised from $50,000 


to a million, merely by putting study 
into it. John W. Stephens, a graduate 
in economics, with a college de gree, who 
took postgraduate work in economics 
also, prepared the plan for this client 
which incidentally shows the practical 
results in the selling of life insurance, 
accruing to studies He 
is one of the 


\etna 
Life at its 


the man who 
bie producers of the 


Kansas City office 


Features Are Those That 

Any Life Man May Meet 

Before going into the analysis of this 
case, 1t may be said that several of its 


features are those that any life insur- 
ance salesman is likely to encounter. 
Che analvsis and plan given herewith 


provide a helpful guide, therefore, to the 
handling of such features. 


Phe client was tairly well along in 
vears; with a second wife by whom 
there was a child. There were three liv- 


the first wife, and these 
first children had four children. 

Che first children owned stock in the 
more important of the chent’ Ipanies 
The obvious place for insurance service 
was therefore, to provide surely for this 
second wite and her child—which the 
salesman had thought to do with a pol- 
icy of $50,000 payable to her. 

But when Mr. Stephens took hold of 
the situation, a financial statement 


s col 


Was 


INSURANCE 


EDITION 


asked of the client. And this statement 
influenced the preparation of the plan, 
which became not, primarily, a program 
t lite insurance, but a program of con- 
serving the estate and perpetuating it 

he client had holdings valued around 
$3,000,000, consisting of business enter- 
prises, buildings, and investments, scat- 
tered in six different states. One of the 
was incorporated, 


business enterprises 


and it was in this corporation that the 
three older children had _ stock. The 
young wife also had stock in this cor- 


poration. 


Scattered Holdings Showed 
Uncertainty of Taxes 


Che tact that the holdings were so 
scattered, suggested the uncertainty of 
taxes of various kinds, including inher- 
itance taxes, which would be different 
in the different states: the federal tax 
element was complicated by the diversity 
ot the investments 

rhe proposed plan suggested, first, 
that the entire estate be consolidated 
nto one corporation, the corporation 
already established, and that its capital 
stock be increased hen the stock of 


this corporation was to be distributed to 


the three children and the wite, in the 
same proportion as their holdings in the 
old corporation; most of the stock that 
had been in the client’s name to be put 

trust tor the benefit of the four 
grandchildren, and the child of the se« 
ond wile 

Thus, the first clement of the service 
did not involve nv life insurance It 
merely showed the consolidation of the 
various elements of the estate 
Life Insurance Was Used 

to Conserve the Estate 

In tact, no lite tmsurance was pro- 
vided at all on the life of the chent 
himself vho ul created the estate. The 
corporation, including all his property, 


was already almost entirely owned by 
the heirs, or held in trust for them, un- 
der the first provisions of the plan 

But lite insurance did have a _ vital 


part to play in the plan, towards the 


| Stephens, 


31 


conservation of the estate, and the as- 
surance that there would be no chance 
for discussion of division regarding it, 
for at least two generations. 
The life insurance was written on the 
lives of the three children and the wife 
and made payable to the corporation. 


Each was insured for $250,000. Upon 
the death of any one, this insurance 
would be paid to the corporation. The 


would pay that sum to the 
heirs of the stockholder who had died, 
the 500 shares of stock that he had 
owned being turned back into the cor- 
1 treasury to be pro-rated 
the stockholders. 


corporation 


oration s 


among 


Entire Plan Appealed to 
the Prospect and His Family 


lhe entire plan, as prepared by Mr. 
appealed to the client him- 
self and to his family, so strongly, that 


it was adopted, and its provisions fol- 


lowed, both as to consolidation of the 
estate, redistribution of stock and tak- 
ng of life insurance on the four per- 
sons, being the three adult children and 
the second wite 

The plan that was thus adopted, was 


s tollows 


Purpose 


The purpose of this plan contemplates 
the present conservation distribution 
ind perpetuation of a certain corpora 
tion whose holdings were created and 
developed by Mr. A 

Pian 

The plan contemplates a reproportion- 
neg of stock, in the form of stock divi- 
dend,. to A’s children and grand children, 
who are now and have been stockholders 
in the corporation for a number of years, 
This distribution is not a gift but in 
reality a division of surplus funds of 
the corporation in the form of stock 
dividends The present status of the 
corporation is a capital stock of $250,000 
(being 250,000 shares at a par value of 
$1) The new status of the corporation 
will be a total capital stock of $500,000 
(with 5,000 shares at a par value of 
$100) 

Present tax laws do not inflict a pen 
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PEOPLE’S LIFE BUILDING 





Conscientious Service 


A term often used, often misused. 


The Peoples Life is continually striving to make “Conscien- 
That our agents 


tious Service’ mean just what it says. 


recognize this fact, is evidenced by their faith in the Peoples 
It is a valuable asset. 


Life. 


The Peoples Life is a liberal company. 
ality of contract. 


‘Life is worth living if the future is provided for’’ 





INSURANCE! COMESNA 


Chicago, Illinois 


It believes in a liber- 
If for any reason an agent leaves this 
company, his renewals are not disturbed. He is free to go 
with the knowledge that his renewals will be paid promptly. 
This is just a part of our “Conscientious Service.” 









































THE NATIONAL 


UNDERWRITER 








ality on corporations who desire to re- 
issue their stock in order to facilitate 
valuation and handling thereof, therefore 
the plan has not violated any of the 
state or federal income or inheritance 
laws. 

Mr, A original creator and donor of 
the estate corporation. 
B. Eldest son of A 
«, Youngest son of A 
I), Daughter of A 
hm. Wife (second) of A 
F. Grandson of A 
G Grandson of A 
H. Grandson of A 
« Grandson of A 
J Infant daughter of A by second wife. 


Reorganization Status 


Totals 


of Corporation 


Fy “ ~ ” A 

= x ‘e - 3 S 
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4 -_ S &2eve 4 

-- s Zi aw ce 

od ~ “sa > 

.- 2 6 gies 

va v wd. Nain Z. 
$500,000 OT a eee eens 
$100,000 3 ....., 1,000 
a a 50,000 a erase 500 
FF aa 500 
ése00 50,000 sarah aa 500 
oeeces 50,000 aaa 500 
Mioted saeeake  “Stewes $40,000 100 
eneeas oudees 006d 10,000 100 
irda ae 10,000 100 
adehed #00668 410,000 400 
eeesce 40,000 100 


$500,000 $300,000 $200,000 5,000 





HOME LIFE INSURANCE CO. 


New York 


ETHELBERT IDE LOW, President 
The 64th Annual Report shows: 


Premiums received during the 


SG Ge waccucceccensenses 7,686,855 
Payments to  Policyholders 
and their Beneficiaries in 
ath Claims, Endowments, 
Dividends, etc. .......see0s J 
Increase in Assets........... 2,401,507 
Actual Mortality 56% of the 
amount expected. 
Insurance in Force........... 247,373,210 
SESE GAD cncécossocces 48,655,222 


FOR AGENCY APPLY TO 
W. A. KR. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat, Bank 
Building 
CINCINNATI, OHIO 
HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 























Only high-type men and women can obtain 
contract to repr t this c y- 

Open territory in Ohio and Minnesota. 
Interesting General Agent's contract di- 
rect with Company backed by real co- 
operation. 





» 





Cumton Ma.onay 
President 
A. Mosaray Horxiws, Manager of Agencies 


Home Office Building 
11! N. BROAD ST.. PHILADELPHIA, PA. 


Jackson Matonay 
Vice-President 




















WANTED 


At the home office of a small Eastern 
company, a young man, graduate 
of a university course of life insur- 
ance, who has had field experience 
and who can, through print, convey 
to others his knowledge and the re- 
sults of his own experience. Address 
J-55, care The National Under- 


writer. 
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Accumulation | 


Amortiz 
Insuranc 
Cash 
dividends 





Income 


> 

Net In- 

come ..3$120,000 = ..... 

Principal, 

Int. and 

insur- 

ance ° . $34,000 

Dividends 

A . on a 4,600 
B . seaee 1.500 
‘ : 1.800 
I> ‘ ‘ $500 
kb ‘ ose 4,800 
Kr 3,840 
G i840 
it ae . ° ° 3,840 
I ‘ ' a840 
J ‘ ; ° : +r 3.840 
Jnsur- 

ance $30 3 
Vecumu 

lation $6,177 


Totals . $120,000 $24,870 $20,952 $48,000 $6,177 


30,952 

45,000 

5,177 

$120,000 $120,000 


Statement of Life Insurance 





000 Corporation 
1,000 Corporation 
000 Corporation 


orporation 





Summary and Explanation 

of the Plan Is Given 

The following an explanation and 
summary of the detailed working method 
of the proposed plan: 


is 


iatate of Mr, A 


The combined 
\. his wife and 
te 318,240 which 
ordinary expenses 

A new will drawn for Mr. A disposes 
1,000 shares of stock in the 
charity, the principal 
trust by the corporation 
of the corporation being the 
und the therefrom di- 
certain institu- 


present income of Mr. 
infant daughter amounts 


is sufficient for their 


cor- 
to he 
(the 


of his 
poration 
held in 


directors 


to 


income 
charitable 


trustees) 
Vided 
tions 

The will 
way legally 


ttpeenar 


recommends, but in no 
that the same process 
of perpetuation and distribution of the 
estate be adopted by later generations 


ferth in this plan 


alse 


binds, 


us 
Estates of B,C, D and E 


death of 
stockholders and heirs 
$250,000 of life insurance 
to the corporation 
each stockholder 
und at death would 
of 3500 per share 

In case of death the 
heirs of the decensed would receive 
$250,000 and the stock (500°) shares) 
would b immediately returned to. the 
treasury of the corporation and = pro- 
reted among the remaining stockholders 
The purpose of this plan to avoid 
uny possible trouble with recalcitrant 
Wives or children or heirs in order that 
the purposes of the corporation may be 
eontinued, Mech family or branch of 
heirs will receive its fair share the 
estate of Mr. A 


above 
there 
im- 
The 

owns 
have 


or 


\t the of the 
mentioned 
would be 

mediately paid 
that 

wmount to 
aun actual 
u total of $2 


any one 


shares 
naa 
value 

500 


is 


of 


Estates of F, G, H, I and J 


grandchildren 
Mr. A is held 


of the four 
infant daughter of 
for them until such time as the 
(being the directors of the 

shall deem it proper to deliver 


The stock 
and the 
In trust 
trustees cor- 


poration) 
the time the 


have become 
will see 


that 
second generation of 

matured in years that 
advisability of having the corporation 
take out similar insurance on their lives 
and adopt the same method of perpetuat- 


supposed by 
heirs 


they 


is 


ing the corporation 
Advantages of the Plan 

In all probability federal estate tax 
and Kansas inheritance tax will be elim- 
inated on about four-fifths of the cor- 
poration, also elimination of inheritance 
taxes on the $1,000,000 of insurance so 
far as the estate of Mr. A is concerned. 

Since these savings are regarded as a 
by-product no estimate is made of same, 
but it is conservative to say that the 


savings in tax will be in excess of $300,- 


the 


009, It will, therefore, be noted that! vital capacity contest was 


to | 


| 


|the insurance premiums on the insur- 
ance suggested is practically a gift 
the estate for at least 10 years. 

The greatest result of the plan would 
be the perpetuation without diminishing 
or impairing the capital of the estat« 
in the form of a corporation for many | 
years. The heirs meanwhile receive 
ample yearly income and a fair share 
of distribution to their posterity. 


GETS EXPOSITION PUBLICITY) 


Northwestern National Profits 
Health Show, Taking Active 
Part in It. 


by 


At the Minneapolis Health Week Ex- 


position last week, the Northwestern 


National Life joined with the various 
health organizations, including the en- 
| tire medical and dental professions in 
Minneapolis and Hennepin county, in 


staging exhibits and health contests. 

The purpose of the exposition was to 
place betore the public recent advances 
in medicine and hygiene, and to create 
an active interest in normal living, well 
being, and longevity. 

A tremendous public 
created, and the exposition was 
by over 18,000 people. The 
for a periodic physical examination was 
| particularly stressed, and the North- 
westeri) National Life grasped the 
portunity, in this connection, to present 
the direct benefit being a_ policy- 
holder. 

The company 
showing a large 
new home office building in the back 
ground, on both sides of which were 
placards describing the health service 
| offered to policyholders 

A lite expectancy contest 
by the company, and every adult exam- 
ined at the exposition became automat 


interest was 
visited 
necessity 


ODp- 


ol 


had a booth at the ex 


position cut of their 


was staged 


lically a contestant. The points consid 
ered were those which pertain to a lite 
insurance eXamination, such as occu 


history, personal history, 
and physical findings. The first prize 
in the women’s group went to Miss 
Neva Taplin, age 25, a statistical clerk: 
and the prize in the men’s group went 


pation, tamily 


to Llovd W. Peterson, age 22, a for 
mer “tull-back” on the University of 
Minnesota foot ball team. 

In order to make the company’s 


booth both instructive and popular, a 


| of the Security Life of Canada, \\ 


|} ager. 


May 22, 1924 


conducted, 
and this created more excitement, per- 
haps, than any other feature of the ex- 
position About 1,600 aspirants were 
entered for the $5 prizes offered to the 
man and the woman who had the hi 
est vital capacity for their weight. 


gh- 


New Manager for Security of Canada 


At a meeting of the board of directors 
O. 
McTaggart was appointed general 1 

Mr. McTaggart is head of a rea! 
estate and insurance business, 
chairman of the finance committee of 
the Toronto Board of Education. For 
some time past Mr. McTaggart has been 
in active the Security Life's 


finances. 


Record Card Used in 
Getting Data on Farmers 
G 


and is 
ot! 


charge of 


LENN Alexander, a Toledo, Ohi 


s almost 


agent whose work i eX 
clusively among farmers, and is richly 
successtul, keeps a card record of every 


farmer in his region—and he keeps tl 
record up-to-date. This is a copy of his 
card. On the back of it he writes data 
and inforrfation, of a financial or other 
nature, for which there is no room on 
the tace 
Name 
\ddress 
Location 
Township 


How many rented.......... . 
How long have you lived here 
Where were you born 
Wife's name 
Her maiden name 
Children 
Date of 
What insurance 
Ever declined? 


now 
Give 


full details 

agent, who does 
modern life insur 
methods, migl 
hard ki cks 
aside man} 


old-tashioned 
of the 


sche »] 


Tut 
not approve 
ance training 
have saved himself many 
and have been able to put \ 
a dollar he never saw, had he but known 
at the start some of the short cuts whic! 
the insurance school graduate has had 
drilled into him. 





the 


tunity for advancement. 


salary expected. 


WANTED —A SUPERVISOR 


One of the oldest established Eastern Life Insur 
ance Companies wants a Supervisor of Agencies for 


CENTRAL WESTERN STATES 
with headquarters at Chicago. 
The position calls for a high grade man with suc- 
cessful experience in selling and organizing. 


Address in confidence, stating age, experience and 


Box J-49, The Natonal Underwriter. 


Oppor 








a conference. 





ARE YOU A MAN 


Who is possessed of an ambition to do bigger and better things ? 
Have you a clean record and the ability to secure and build up 
a high class Life insurance organization? 

Are you a man big enough to consider an attractive managers 
contract for Memphis, Tennessee ? 

If so, we will be glad to get in touch with you and arrange for 


Address Agency Department 
J-48, care of National Underwriter. 
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Knights of The Needy! 


N THESE AFFLUENT TIMES when so much is being said and printed about million-dollar 
policies taken for the purpose of paying estate and inheritance taxes on great fortunes, it is 
well for us to lower our eyes once in a while and observe the blessings brought to those in hum- 


ble walks of life by those lowly full-time and part-time life insurance advocates who toil day in and 
day out among those prospects to whom the premium on even $1,000 of life insurance means some 








Do you think that the stoty of Mr. Million Bucks, who recently passed away, and who by carrying 
several millions of life insurance saved his estate from being “gypped” by Uncle Sam to the tune of 4 
two millions of dollars, impresses the advantages and the solemnity of life insurance upon the heart 
and mind of Mr. Average Citizen as profoundly and reverently as does this letter from a little girl | 
whose father left her only $1,000 of life insurance? | 





i 
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Morris & Plunkett, District Managers , 
Illinois Life Insurance Co. Kewanee, Illinois, ¢ 
Viola, Illinois February 22, 1924 q 
Gentlemen: q 
I received your letter telling me that you paid my guardian $1,000 on the life insurance b' 
policy carried by my father who died a short time ago. I am more grateful than I can tell ? 
you, as this money will not only be a great help to me but to my mother, as without it, I , 
would be dependent upon her entirely. She works every day and we live with my grand- , 
mother who is not at all well. ) 
For many months just past I have been crippled. I broke my ankle and tuberculosis set ! 

in the bone, so for a long time I had my foot in the cast and had to use crutches. The ' 
last six months I have been wearing a brace and going to school. Now the doctor says my 
foot is cured but I will have to be careful always, so I want a good education and the ; 
money will help my mother to send me through school. f 
Yours very truly, i 


P. S. Many thanks to you. (Signed) Miss Irene Bell Wallace. { 











KNIGHTS OF THE NEEDY! Indeed they are, those splendid men who strive in season and out Q 
of season to insure those humble fathers and mothers, the payment to whose children of one thousand 
dollars of life insurance money means more to the heart and security of America than all the million- , 
dollar life insurance payments that have or ever shall be made to the beneficiaries of millionaires. I 


The Illinois Life operates in only seven states, Illinois, Indiana, Kansas, Michigan, Missouri, Okla- 
homa and Georgia. 


We are not seeking representatives from the organizations of other companies, and we do not ac- 
cept any brokerage business, therefore, this advertisement is published solely for the encouragement 
of those men who may sometimes feel that because they do not write large policies they are not of 
much value in the life insurance world. | 
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Illinois Life Insurance Company 
CHICAGO 


JAMES W. STEVENS, Founder 





Illinois Life Building, 1212 Lake Shore Drive 


The Illinois Life is the Dean of the Illinois Legal Reserve Life Insurance Companies 











personal sacrifice. 0 


GREATEST ILLINOIS COMPANY Q 














Wonderful Opportunity 
for Agents 


Nowadays, when a child is born, most parents begin to think 
immediately of its future, and to systematically lay aside funds 
for the purpose of taking care of the child’s training and school- 
ing in the years to come. Unfortunately, fate sometimes steps 
in here, and the untimely death of a parent often shatters the 
best laid plans for the child’s future. Haven’t you often heard 
the statement: “I should certainly have gone to college if my 
father had lived.” 


Do you know that this situation can easily be prevented? That 
the Central Life has added the Educational Endowment policy 
to its many forms of Perfect Protection? It is indeed a real 
opportunity for the agent. It is a policy that can be issued at 
from two to twelve years of age, and one that reduces Education 
or a start in business to an ABSOLUTE CERTAINTY. 
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New Home Office Building 
oie Chines ne The parent can take one of these policies on the child’s life, the 
policy to mature when the child is ready to enter college or 
technical school, using to pay the annual premium the sum 
which would ordinarily be laid aside as a sinking fund for the 
A , : child’s education. The policies can be written for a small addi- 
gency Openings in tional premium, whereby should the death of the parent occur 
prior to the maturity of the Endowment, the Company will 
: waive the payment of future premiums, mature the policy, and 
Minnesota pay the proceeds to the child just the same as though the premi- 
Kansas ums had been duly paid. 
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South Dakota This proposition is live, it is easy to sell, and will greatly en- 

1 hance the already valued good will of the Central Life. Many 
— a parent will thank the Central Life agent in the years to come 

Missouri for this protection afforded their little ones. 


Nebraska 
Michigan 


The Central Life Insurance Company of Illinois 
720 N. Michigan Avenue 
CHICAGO, ILLINOIS 





